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From King Cotton, Hardware’s most 
complete cordage line, comes the NEW 
ROPE RACK. The dealer’s answer to 
rope merchandising problems. 





A complete rope sales center to make 

your rope sales a fast, easy job. Spool 

set-up lets you sell any length, cut or full 

soi sels most i rope sizes nosey cess 
2 ‘ 100% MANILA PUT-UPS 

are right here at your finger-tips. No more 

cellar trips, no more messy coils, here is the easy way to SELL MORE ROPE. 








King Cotton Manila Rope is a first quality pure manila rope. It is made to sete phan 
exceed government specification TR601A for tensile strength, rot resist- 
ance, water resistance, color, and quality. 


The King Cotton Rack itself is an eye-catcher, painted blue with bright 
yellow and white. It is made of heavy gauge steel rod and is fully assem- 
bled, ready to go to work immediately. 


KING COTTON 


ROPE RACK Shipped Complete Contains: mY AR COUNTER REELS 


One Display Rack (Free of Charge) 

One carton of %” contains two units of 3 connected 100 ft. 
One carton of 7/6” contains two units of 3 connected 100 ft. 
One carton of 3%” contains two units of 3 connected 100 ft. 
One carton of ” contains two units of 6 connected 50 ft. 
One carton of ” contains one unit of 4 connected 50 ft. 
One carton /,"" contains unit of 4 connected 50 ft. 





KING COTTON 
SELLCORD ® 


"Y 
JOHN H. GRAHAM & CO. ee bi COILS 
105 Duane Street, New York 8, N. Y. 
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Baker Gas Truck with swing-shift attachment 
makes an easy job of unloading long lumber 


e@ The “swing-shift” attachment on this Baker 6,000-pound 
capacity gas fork truck cuts maneuvering time in getting long 
loads out of box cars, or through narrow doorways. Operated 
hydraulically from the driver’s position, it swings the load 10° 
and/or side-shifts 10 inches in either direction. 


The attachment does not interfere with normal operation as an 
ordinary fork truck. Photo, lower right, shows the truck stacking 
the strapped bundle of 2 x 4’s in the storage area. Here again, 
the “swing-shift” makes the job easier and faster. 


Baker fork truck attachments are available for side-shifting, 
clamping, rotating, tilting, or handling loads in almost every 
conceivable maneuver. For more information call your nearest 
Baker sales office or write us direct. 


THE BAKER-RAULANG COMPANY 
1200 WEST 80th STREET »« CLEVELAND 2, OHIO 





industrial trucks A Subsidiary of Otis Elevator Company 
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THE MAN WITH THE MONEY 
buys Quality so he can sell Quality! 


When the customer—the Man with the Money—visits your 
place, do you get as much of that money as you should, or 
could? Let’s say the Man with the Money builds distinctive 
homes...4, 8, maybe a dozen a year, either custom or for 
speculation. Ever listen to his sales pitch? He sells brand- 
name quality! “This is an*X’ furnace; a‘Y’ plumbing fixture; 
a‘Z lifetime roof!” 

Maybe he even buys that famous “Z” roofing from you. 
But—if you don’t also carry a well-known brand of lumber, 
he possibly buys from a competitor who does! Remember 
this: brand-name kiln-dried lumber is just as important to 
the builder’s quality story as “X,” “Y” and “Z”! 


The Man with the Money is sold on brand-name qual- 
ity because his customers are. Sell him the quality lumber 
end-stamped with the “Indian Sign” brand and you'll be a 


anal man with money, too! 
\ ue 
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Ponderosa Pi 


e the fine, soft texture of high-altitude timber 
e kiln dried 
e precision milled 


-_aanctive Home 
T his pistinel? e brand identified 
f « clean, bright appearance; waxed ends 


ser é Southwe 


e consistently. graded 
© ER e carefully handled and loaded 
BY BUILD e speedy, dependable delivery the year ‘round 


SOUTHWEST BRAND PONDEROSA PINE LUMBER 
Made to please the Man with the Money 


'(outhwest 


LUMBER MILLS, oS ® 














SIDING @ SHEATHING e@ SUB-FLOORING 
ROOF DECKING @ PANELING) @ INTERIOR FINISH 


General Offices: P. O. Box 908, Phoenix, Arizona 


Mills at Flagstaff and McNary 
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Meet the worlds 
greatest sales force! 


The POST INFLUENTIAL 





The Post- 


Influential is more than one man 


Surprise! Good news! 

.one woman. There are millions 
of Post-Influentials. People of any age and 
every income bracket. But here’s what 
makes them such special customers as well 
as a special sales force for you. They re peo- 
ple who are so influenced by ideas they find 
in the Post that they enthusiastically pass 
them along to others. 

So by example they start acceptance 
trends for ideas. And by word of mouth they 
set success patterns for products. There are 
millions of these Post-Influentials...8 out 
of 10 of all the readers of the Post. 


the decisive extra sales force working for 


This is 


products advertised in the Post. 


A dynamic, decisive, extra sales power 
that should be working for you 








aa 


New Politz study found them... 
and proved them! 
\ leading research organization, Alfred 
Politz Media Studies, proved the Influen- 
tial’s existence in a new study on The Sat- 
urday Evening Post. Among other things, 
this study shows that 8 out of 10 Post 
readers recommend or talk about things 
they ve seen on its pages. That means 1 out 
of every 9 people in the United States ten 
years and older is a Post-Influential. 
Think what this means to you! A vast 
mass of Post-Influentials live right in your 
sales area— buying the products, starting 
the trends and passing the word for any- 
thing you sell that’s advertised in The 


Saturday Evening Post. 


The Saturday Evening 
POST 
a 


A CURTIS MAGAZINE 


Sells the Postf INFLUENTIAL 


-the mass market of active influence 





National research laboratory tests PROVE 





PIYWELSH FINISH 14 TIMES MORE DURABLE! 
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RUGGED ABRASION TESTS answer once and for all the 
question of the deep, penetrating PlyWelsh finish vs. 
surface finishes. The various types of finishes, under rigid 
laboratory controls, were subjected to conditions simu- 


lating continuous wear in the “Wear Test” machine. The 
PlyWelsh finish outlasted other finishes tested more than 
fourteen times! 
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than ordinary surface finishes 


THE SECRET of PlyWelsh’s superior quality is 
in the patented finishing process licensed from 
the E. L. Bruce Co., world’s largest makers of 
hardwood floors. This is the same process used 
in the finishing of famous Bruce pre-finished 
flooring. Logically, then, no other type of finish 
could be expected to take such rugged abuse. 


BEAUTY TOO, is important. Look at the warm, 
natural, rich wood tones in ten different 
PlyWelsh decorator finishes. Touch them and 
notice the satin-smooth, hand-rubbed feel. Then 
compare PlyWelsh with any other pre-finished 
plywood paneling. You can see the difference! 
You can feel the difference! 


YOUR CUSTOMERS will appreciate the differ- 


ence, too. And when you tell them that the 
PlyWelsh finish will outlast any ordinary surface 
finish more than fourteen times, you've cinched 
the sale. And what’s more, isn’t it reassuring 
to know that you’re recommending the finest 
pre-finished paneling product on the market? 
Related Products are a part of the quality Welsh 
“package”. Matched pre-finished moulding, matching 
putty sticks, and match finishes (for built-ins, etc.). 
Here is related product selling at its easiest and 
surest yet. And this complete paneling “package” is 
a great idea to both builders and the “do-it-yourself” 
trade! 


PLY @)ELSH 


WELSH PLYWOOD CORPORATION 
MEMPHIS, TENNESSEE 


PLYWELSH IS DISTRIBUTED BY: 


ALBUQUERQUE, N. M. 
Frank Paxton Lumber Co 
ATLANTA, GA. 

Harbor Plywood Corp 
BALTIMORE, MD. 
Central Building Supply Inc 
BIRMINGHAM, ALA. 
United Plywoods Corp 
BUFFALO, N. Y. 
Henrich Plywood Co. Inc 
CHATTANOOGA, TENN. 


Tenn. Plywood & Door Co.- 


CINCINNATI, OHIO 
Ohio Valley Plywood Co. Inc 
CLEVELAND, OHIO 
Davis Plywood Corp 


COLUMBUS, OHIO 
Davis Plywood Corp 
CRESSONA, PENN. 

R. Quigley Co. 
DALLAS, TEXAS 
Roddis Lumber & Veneer Co 
DANVILLE, ILL. 
Edward Hines Lumber Co 
DENVER, COLO. 
Frank Paxton Lumber Co 
FARGO, N. DAK. 
Twin City Hardwood Lbr. Co 
GLOUCESTER CITY, N. J. 
J. R. Quigley Co. 
HARRISBURG, PENN. 
J. R. Quigley Co. 


HOUSTON, TEXAS 

Roddis Lumber & Veneer Co 
INDIANAPOLIS, IND. 
Harbor Plywood Corp. 
JACKSON, TENN. 

Central Woodwork Inc. 
JACKSONVILLE, FLA. 
Huttig Sash & Door Co 
JAMAICA, N. Y. 

Industrial Plywood Co. Inc 
KANSAS CITY, MO. 


Roddis Lumber & Veneer Co. 


KNOXVILLE, TENN. 
Schubert Lumber Co 
LANCASTER, PENN. 
J. R. Quigley Co. 


LITTLE ROCK, ARK. 
Dyke Bros 

LOS ANGELES, CALIF. 
Harbor Plywood Corp 
LOUISVILLE, KY. 
Huttig Sash & Door Co 
MEMPHIS, TENN. 
Central Woodwork Inc 
MIAMI, FLA. 

Logan Lumber Co 
MONTGOMERY, ALA. 
United Plywoods Corp 
NASHVILLE, TENN. 
Nashville Sash & Door Co. 
NEWARK, N. J. 


Industrial Plywood Co. Inc. 


P 
SAN ANTONIO, TEXAS 


Roddis Lumber & Veneer 
Co. Inc 


SEATTLE, WASH. 

Harbor Plywood Corp 
SKOKIE, ILL. 

Edward Hines Lumber Co. 
SYRACUSE, N. Y. 

Davis Plywood Corp 
TAMPA, FLA. 

Logan Lumber Co. 
TOLEDO, OHIO 

Davis Plywood Corp. 
TUCSON, ARIZ. 

Ariz. Sash, Door & Glass Co. 
WASHINGTON, D. C. 
Central Building Supply Co. 


PARK FALLS, WIS. 
Edward Hines Lumber Co. 


PHILADELPHIA, PENN. 
J. R. Quigley Co. 


PHOENIX, ARIZ. 
Ariz. Sash, Door & Glass Co 


ROCHESTER, N. Y. 
Davis Plywood Corp. 


ROYAL OAK, MICH. 
Byrne Plywood Co. 


ST. LOUIS, MO. 

Hannigan & Crawford Inc. 
ST. PAUL, MINN. 

Twin City Hardwood Lbr. Co. 


Distributor and Dealer Inquiries Invited 








NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


DEALERS MUST LIVE WITH FEWER STARTS THIS YEAR. 


It is becoming apparent that the home building industry will not be able to 
approach anything near last year's 1.1 million starts. There are growing 
indications that predictions late last year of 1 million starts will not pan 
out...-900,000 to 950,000 starts in 1957 are more realistic. 

Norm Mason, FHA head, recently asked us to warn dealers that it will be many 
months before the more liberal housing legislation becomes effective in the 
field. He pointed out that insurance companies, banks, etc. plan their mortgage 
portfolios months ahead...that a new housing bill will have its real impact 
next spring. 














LUMBER DEALERS TURNING TO OTHER TYPES OF BUSINESS. 


Retailers tied to tract builders are really hurting, eSpecially in some 
cities. In Detroit, for example, starts are down nearly 50% in the first 
quarter. Auto sales are slow and affect this city's housing performance but 
there is a similar pattern in other large cities where overtime in plants has 
been eliminated. 

Recently we reported that 12 cities this spring had experienced more than a 
40% drop in starts in the first four months of 1957. With these figures before 
us we began checking lumber dealer sales and we found them off about 17% on the 
average in these hard-hit cities. Behind this somewhat encouraging picture, we 
discovered a shift in dealer sales emphasis to custom builder, remodeling and 
store business to the home handyman. Remodeling business especially has been 
very strong where ever the dealer really went after sales. This spring has 
surely proved a point...it's better to shoot for a balanced business...lots of 
eggs in the basket. 








han 











TEXAS LEADS WAY IN SELLING HOME OWNERSHIP. 


The Lone Star state, often first with new, fast-moving ideas, is rapidly 
Shaping up special campaigns in key cities to "create a desire" for a new home. 
Dallas is rolling with a big home promotion beefed-up by a $100,000 kitty to be 
spent for radio, TV, newspaper and billboard. In addition this city will also 
have a separate campaign to point-up the advantages of the custom and semi- 
custom built home. 

Key phase in the Dallas promotion is the theme, "First buy your home", 

a direct jab at the tendency of many people to buy a new car, TV, boat or 
appliance before acquiring a home. Many a convention speaker has said these 
industries were the lumber dealers big competitors...here's a city doing 
something about it. 

Cash for the Dallas drive is coming from 175 builders and a like number 
of building material dealers and other suppliers. Reports are coming in that 
other cities in Texas will have similar plans of their own. It's obvious the 
whole idea could spread to other states...prove a powerful stimulation for both 
dealer and builder home volume. As at Dallas, home building needs promotion 
the year around...not for just one week in the year and surely not in the fall 
as National Home Week is presently scheduled. 














PLAN SECOND WOMEN'S HOUSING CONGRESS. 


Homemakers from all over the country will again be invited to Washington 
this November to discuss the "human side of Housing" with HHFA officials and 
industry leaders. In this field to date only the National Lumber Manufacturers 
Association have signed up aS a Sponsor. 

Dealers promoting Congress Homes this year will surely benefit from the 
continued program. For the record, excellent house plans tied to the Congress 
idea, are available. Retailers can also obtain special display material, etc. 

(news continued on next page) 
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BUILDING 
Future Building 


Contracts for future construction in 
April totalled $2,776,431,000, a de- 
cline of 9% compared to April, 1956, 
according to F. W. Dodge Corp. Con- 
tracts for residential building in the 
month were valued at $1,231,667,000, 
8% below the year-earlier level. The 
number of housing units represented 
by the April, 1957, contracts totalled 
93,758, which was 14% below April, 
1956. The trend toward larger and 
more costly homes accounts for the 
sharper decline in unit volume than 
in dollar volume. 


interest Rates Leveling 

The upward trend in interest rates 
on home mortgages is over, and all 
signs indicate a leveling off in the next 
six months, according to Roy M. Marr, 
president, U. S. Savings and Loan 
League. He based his prediction on a 
recent survey of 1,400 savings asso- 
ciations. Of these, 1,200, or almost 
86%, forecast no change in the rate 
in the next six months. Only 13% saw 
a higher lending rate, and 1% fore- 
cast a lower interest rate. 

Marr said lessened demand for 
home loans, the lower rate on house- 
hold formations and buyer resistance 
to higher home prices, were responsi- 
ble for the leveling off of interest 
rates. 


S & L's 90% Mortgages 

The United States Savings and Loan 
League has recently presented to the 
Congress a proposal which calls for 
the establishment of a_ privately 
financed Home Loan Guarantee Cor- 
poration to insure the top portion of 
conventional loans. 

The new corporation would insure 
only the top 20% of conventional 
mortgages up to a maximum of 90% 
of appraised value. Lenders would be 
10% co-insurers of the top 20%. The 
premium would be a single advance 
premium. Presumably, the higher the 
loan-to-value, the higher would be the 
premium. And interest rates, says 
the League, would remain free from 
government control. 

The single premium would be not 
less than 5% nor more than 10% of 
the amount insured. With maximum 
insurance, this would equal from 1 to 
2% of the entire loan. Thus at 10% 
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of the top $1,800, the insurance on a 
$9,000 mortgage would be $180, con- 
trasted to $633 for a $9,000 25-year 
FHA mortgage. 


Stress Model Home 

The focus of consumer product pro- 
motion by manufacturers should be 
the model home, according to 80 home 
builders attending a meeting on 
builders’ buying habits sponsored by 
the National Association of Home 
Builders in Washington, D. C. 

“The model house is one of the best 
sources for market research,” stated 
Harold D. Sarshik, Haddonfield, N. J., 
builder, and chairman of the meeting. 
“This is the place where the builder 
gets a positive reaction to the prod- 
ucts he has built into the house. Pros- 
pective home buyers quickly and 
frankly show whether a _ particular 
brand of products appeals to them or 
not.” 

He further commented that home 
buyers do not purchase a house be- 
cause of any one single factor. Rather, 
they are more effectively sold a com- 
plete package of luxury, security and 
convenience. The concept of new home 
ownership is much more compelling 
than marketing a single product. 


RETAILING 
NRLDA Spring Meeting 


Retail lumber dealers can look for- 
ward to improvement in the mortgage 
situation, helpful changes in FHA 
programs, a new NRLDA employe 
training plan and a bigger Building 
Products Exposition next November at 
Philadelphia. These were the high- 
lights of the annual spring meeting 


of the board of directors of the Nation- 
al Retail Lumber Dealers Association 
held in the nation’s capitol. The de- 
tails: 


Mortgage money. H. R. Northup, 
NRLDA executive vice president, pre- 
dicted that the mortgage situation will 
improve gradually, although not as 
rapidly as the industry would like. He 
said NRLDA would continue to urge 
adoption of flexible interest rates. 

Miles L. Colean, construction econo- 
mist, supported Northup’s opinion and 
said that 1958 would be a year of ex- 
panded home building activity. He 
commented further that the number 
of vacant and unsold homes is lower 
than at any time since 1950. 

New legislation. J. H. Else, NRLDA’s 
national affairs counsel, expressed the 
hope that Congress would refrain 
from extending the wage-hour bill to 
include retailers but he said aggres- 
sive work would be needed to prevent 
such action. Else predicted a new hous- 
ing bill with lower FHA down pay- 
ments would be passed at this session 
of Congress. 

He reported that NRLDA is urging 
Congress to defeat the freight absorp- 
tion bill, supporting the passage of 
the Federal Tax Lien bill which would 
require the Internal Revenue Service 
to file a notice in the State before such 
a lien can become valid against a me- 
chanic’s lien. NRLDA also suggests 
repealing the 3% federal tax on trans- 
portation of property. 


Freight rates. Byron Gray, attorney, 
who has been representing NRLDA in 
opposing the increase in freight rates, 
said that the outcome of the railroad’s 
request is in doubt but that it should 


(continued on page 14) 





NEW BUILDING MATERIALS SUPERMART opened last month by Forest City Material Co., 
Cleveland. About 5,000 homeowners turned up during first few days to inspect elaborate 
home improvement “model rooms''.—plus 8,000-sq. ft. self-service hardware store- 
within-a-store. Complete details and picture story the next issue. 


June 24, 1957, AMERICAN LUMBERMAN AND 





5 WAY: 


A BETTER-PERFORMING 
BUILDING MATERIAL! 


1, FIREPROOF — Because of its gypsum core, Bestwall Sheathing is Firesafe, weatherproof, easy to work with, eco- 
naturally fireproof —makes possible a I-hour fire-resistive rating in nomical, strong and now reinforced with textile 
conventional exterior frame wall construction. glass fibers. That’s Bestwall Fireproof Gypsum 


2. WEATHERPROOF — Bestwall Sheathing’s water-repellent core, Sheathing. It’s a product that insures better, 
heavy water-repellent paper covering, and tongue-and-groove V-joint faster, more economical building. We have litera- 
provide weather protection equal or superior to that of other ture for you that tells the whole story. Just drop 


sheathings used with building paper. the coupon in the mail. 


3. STABLE—It will not warp or buckle with changes in temperature 
and relative humidity. Expansion and contraction are negligible. 
Being an inert material, it will not decay or harbor vermin. Bestwai Certaj 
20 € la n-teed § 
. - “ancas ales C, 

4. ECONOMICAL — It costs less than any other type of sheathing— PI ter Ave, Ardmore 

PS : — Case Sen e 
as much as 50% less. It’s quickly erected (up to 1500 sq. ft. per Gypsum m 
man-day). No building paper is needed. The large boards weigh 
little—are easily sawed or scored-and-snapped. 


» Dept. 
Pa, “Cc 


. 


end me jj 
iteraty 
Sheathing Fe On your Bestway; Fi 
'T€proot 


Name__ 


5. STRONG—The heavy, water-repellent surface paper offers high Tiss, 
resistance to transverse stresses. And now there are textile glass Company__ 
fibers in Bestwall. They knit the gypsum core securely together, Address 
providing up to 80% more resistance to shock and giving the board Z 
om . ; a City 
far better nailing and nail-holding qualities. : 


State 


Manufactured by Bestwall Gypsum Company—sold through 


BESTWALL CERTAIN-TEED SALES CORPORATION 

120 East Lancaster Avenue, Ardmore, Pa. 

EXPORT DEPARTMENT: 100 Eost 42nd St., New York 17, N.Y, 

ATLANTA GA DALLAS, TEXAS JACKSON, MISS. WILMINGTON, DEL. 
CHICAGO, ILL. DES MOINES, 1OWA KANSAS CITY, MO. RICHMOND, CALIF. 
CHICAGO HTS., ILL. DETROIT, MICH. MINNEAPOLIS, MINN. SALT LAKE CITY, UTAH 
CLEVELAND, OHIO EAST ST. LOUIS, ILL. NIAGARA FALLS, N.Y. TACOMA, WASH. 
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worn » CAPITOL reancuse... 


Now you can really compete in 





Capitol world’s largest manufacturer of 
Aluminum Storm Doors. . . now presents Dealers 
and Distributors with the biggest new profit oppor- 
tunity in the business—selling a new line of quality- 
engineered Storm Windows ! 


Three-Track-Tilt ... Double Track . . . Casement 
Windows—you’ll have them all, available for fast 
delivery on quick, high-profit, trouble-free instal- 
lations under Capitol’s streamlined, localized 
Fabricator-Distributor set up. 


This is no bob-tail line . . . no get-in-and-out-fast 
proposition. The precision engineering, rigid 
quality controls and sturdy, lifetime construction 
that has sold over a million Capitol Storm Doors 
is part and parcel of Capitol Storm Windows. 
































Here’s a beautiful, easy-to-sell line that’s right 
for your market. And Capitol backs the line with 
a market-tested program of merchandising and sales 
promotion that makes customer lists grow and 
grow—year after year ! 


Get the facts on Capitol’s big new Storm Window 
Opportunity. You'll agree it will put you in a better 
competitive position in a highly profitable business! 
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DEALERS— write to us for the name of your local distributor-fabricator. He will supply you with trouble-free windows. ..immediate delivery at “Direct from Capitol” prices 
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Capitol Products Corporation 

Mechanicsburg, Pa. 

It sounds like you've got something for me. 

I'm interested in a Dealership; Fabricator-Distributor 
Franchise. 

Please rush the details. 


Name 





Company 
Address 

















NEWS & TRENDS 


(begins on page 10) 





be decided within six to eight weeks. 
Gray said the request by the railroads 
would increase the nation’s freight bill 
by $1.5 billion, in addition to the in- 
crease of $500,000,000 already granted. 

Materials handling. James C. O’Mal- 
ley, NRLDA vice-president and chair- 
man of the materials handling com- 
mittee, reported that 220 dealers have 
offered to participate in test shipments 
of unitized lumber in box cars which 
can be unloaded at minimum expense. 
O’Malley said the ultimate goal is to 
make it possible to unload 1,000 board 
feet of lumber a minute, through unit- 
ized shipping and mechanical unload- 
ing of lumber from plug-door cars. 

Employe training. John Dillon, sales 
training specialist, presented a de- 
tailed proposal for a comprehensive 
training program for dealer employes. 
(See details June 10, American Lum- 
berman.) Reaction to this proposal 
continues to be mixed as dealers hear 
about it. Some retailers say a corre- 
spondence course will not be widely 
used even if beautifully prepared. On 
the other hand, they admit the liberal 
prizes to be offered as incentives could 
make a difference. 

NRLDA exposition. Martin C. Dwy- 
er, exposition director, said space sales 
for the exposition at Philadelphia, No- 
vember 4-7, had already passed the 
mark set at Chicago last year, that 
available space was 82% sold. He pre- 
dicted a record for revenue, attend- 
ance and dealer interest. 

Lumber standards. Don Campbell, 
dealer member of the American Lum- 
ber Standards Committee, reported 
that the committee had met in a one- 
day hearing and had rejected NRLDA’s 
resolution after brief consideration, 
that no new action had been taken by 
the committee, that American Lumber 
Standards remain unchanged, and that 
there are in the Standards for one-inch 
boards and two-inch dimension no pro- 
visions relating size to moisture con- 
tent. 


BUILDING PRODUCTS 


Fewer Tile Patterns 

Dealers and wholesalers often com- 
plain that there are too many products 
in many manufacturers’ lines, so that 
it is difficult to stock all varieties. 
Now, Congoleum-Nairn, Inc., major 
floor covering producer, has recognized 
this problem. Fred H. Cook, vice presi- 
dent for sales for the Gold Seal divi- 
sion, recently said that as of January 
1, 1957, the company had 107 fewer 
items than it had a year earlier. 

“The days of the 30-day color pat- 
tern are gone,” he said. “We are pre- 
pared to miss a sale here and there 
on the marginal numbers.” Cook em- 
phasized that new products will con- 
tinue to be introduced; but the com- 
pany pledges that new products would 
“not get out of control”. 
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COLOR mixing of paint by punch card 
has just been announced by Martin- 
Senour, Chicago. Occupying a space less 
than 2'/2'x 4!/,' the Colorobot can pro- 
duce more than 7,500 colors from eight 
colorants within a few seconds. 





LUMBER 


Seattle 

Will they or will they not strike? 
This question dominates market specu- 
lation here. The Canadian IWA union 
controls production along the British 
Columbia coast, while the International 
Woodworkers of America on_ the 
American side covers the Pacific north- 
west states and California. Opinion 
seems to favor a Canadian shutdown 
as probable while the International 
will come to terms. 

Both unions face a soft market and 
high inventories. Mills have a hard 
time curtailing production in the face 
of unusually good operating weather 
during May and early June. The good 
weather may be a factor in the voting 
and a chance to go fishing should not 
be discounted. In the past union ac- 
tion at this time of year has scmetimes 
been unpredictable. 

Prices are soft with here and there 
a show of firmness. Upper items are 
steady. No. 2 XXXXX and No. 2 per- 
fections are in good demand by shingle 
buyers. Cedar siding is firmer. Lists 





MILLIONTH carton of Shakertown Glu- 
mac units is shown, above, being pre- 
sented to Howard J. Kirkpatrick, Colling- 
dale Millwork Co., Collingdale, Penna., 


by John Puffer, Michell-Puffer Co., 
Philadelphia. Kirkpatrick was the pur- 
chaser of the first carton of Glumac 
units; Puffer, the distributor who made 
the sale. 


have not been changed but the asking 
price reveals more strength. The pine 
market is quiet and low grade stocks 
are hard to sell. They face competi- 
tion of spruce, 


Tacoma 

Woods and mill production contin- 
ues to be steady, possibly due to ex- 
cellent weather conditions more than 
any other single factor. For the most 
part, the market seems to be no better 
or worse than it has been for several 
weeks. Some improvement in water- 
borne lumber shipments also is evi- 
dent, chiefly to the east coast and to 
the Orient. 

A shipment uncommon in these days 
of dwindling supplies of large logs left 
the Dickman Lumber Co. mill for 
Alaska. It consisted of 56 timbers 60’ 
long and 20x6” in measurement. They 
were taken to Seattle by barge for 
creosoting and then were loaded on 
another barge for transport to Yaka- 
taga, Alaska, to be used in bridge con- 
struction. 


San Francisco 

The northern California lumber mar- 
ket currently is “varying from lacka- 
daisical to lousy,” according to indus- 
try spokesmen who, although separat- 
ed by competition, are joined by their 
doleful appraisal of business. 

In pine, No. 2 and better 1x12 is 
holding the price level of recent weeks 
but No. 3 common is weakening con- 
siderably and it is anticipated that 
pine boards will be even weaker in a 
few weeks because considerable air- 
dried lumber from the California 
Sierra region comes on the market all 
at once in early summer. 

Douglas fir also is weak, perhaps off 
as much as $2 from the price levels 
of two weeks ago. Studs are fluctuat- 
ing wildly from day to day and spokes- 
men report no stable market. 


Kansas City 

Rains which reached torrential pro- 
portions to create floods plus high 
winds had its effect on the lumber 
movement and production during the 
greater part of May. Output was 
hampered severely throughout the 
southwest and many mills were forced 
to reduce operations because of lack 
of logs. 

Lumber is not able to dry in the 
yards because of the constant rains 
that have been falling. Retailers are 
not buying because the weather has 
curtailed home building, which is down 
considerably, anyway. 

Mill men say it will take a while to 
build up inventories because of the 
run-down condition and the badly 
broken stocks. Lumbermen report that 
sales will reflect the new business de- 
veloping for the rebuilding of homes 
damaged and destroyed by the torna- 
does in Texas and Missouri. 

Lumber prices showed no change 
over the levels of past recent weeks. 
Finish prices remained weak, boards 
were steady and firm and dimension 
grades mostly were steady. 
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REYNOLDS 3% ALUMINUM 


Announces a New Superior 
Cellular Reflective Insulation 





INSULFOIL 











REYNOLDS ALUMINUM 


INSULFOIL 


MP fl 
fellular Reflective insulation Uf af 
" ‘ 3) 


New INSULFOIL provides up 
to four reflective-faced dead 
air cells...self-spaced by a 
unique centerpost for maxi-’ 
mum efficiency summer and 
winter. Widths 16” and 24” 
—250 and 500 sq. ft. rolls. 


Steadily, more and more architects and builders the great names in the building industry! Profit by 
have come to prefer the cellular reflective type of this...and by Reynolds promotion of INSULFOIL. 
insulation. They recognize its very high thermal Mail the coupon now for a sample and descriptive 
insulation efficiency--summer and winter. They brochure including testimonial data. 

acknowledge the superiority of aluminum foil as a Reynolds Metals Company, Building Products Di- 
vapor barrier. They like the quick, clean, economi- vision, Louisville 1, Kentucky. 

cal installation. See “CIRCUS BOY”, Sundays, NBC-TV Network. 


Reynolds now brings a powerful new impetus to this MAIL THIS COUPON FOR FREE BROCHURE 


growing field... with INSULFOIL. Exclusive with 
INSULFOIL is the extra strong centerpost, which 
automatically provides optimum spacing of the re- 
flective surfaces and lateral expansion for full stud- 
to-stud insulation. Easy to handle, INSULFOIL 
requires very little storage space. It cannot de- 
teriorate. And this one low-cost type meets most 
ceiling requirements. 

In addition, this new product gives you the tremen- 
dous sales advantage of the Reynolds name, one of 


Reynolds Metals Co., Building Products Division, 
Louisville 1, Ky. 

Please send me your free INSULFOIL brochure 
with full technical data. 


Name— 
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America’s Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 








Now shipped in 12-pack or 24- 

pack, M-D Speed loads are 

available in Off-White or White 

colors, with or without plastic 

nozzle. Off-white load without 

nozzle shipped unless specified. : 

Freight prepaid and allowed on Meets 
orders of four 24-packs (96 loads) , Federal 
or more. Remember to order in : Specifications 


Seals crack? |. multiples of 12 or 24. —— 
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CG-4 SPEED LOADER Bs CG-3 STANDARD 
GUN GUN 


A sturdy, light weight gun that Barrel-type gun for bulk use or 
works easily with all cartridge with loads. Furnished with %” 
loads. nozzle, 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 1197 @ OKLAHOMA CITY 1, OKLA 
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Nae (ALK CALKING COMPOUND 
in Bulk—Knife or Gun Grade 


Off-White Color available in knife 
or gun grade. Pure White Color 
available in gun grade only. Off- 
White shipped unless White spec- 
ified. Gun Grade meets Federal 
Specifications No. TT-C-598 
(Grade 1). Available in ¥% pt., pt., 
qt., gallon, 5 gal. and 55 gals. 
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Ma- Glaze GLAZING COMPOUND 


Always stays ‘‘PUT"’ 
Here's the perfect material for 
glazing wood or metal sash, re- 
placing putty, setting plumbing, 
filling cracks, boatwork of all kinds. 
Clean to handle, easy to use. Will 
not dry out, harden, crack or peel. 
Available in ¥ pt., pt., qt. cans; 
25, 50, 100, 880 Ib. drums. 


HAND SQUEEZE TUBES 


for small jobs 

No gun needed. Simply remove 
cap from built-in nozzle, fasten 
key over crimped end, turn 
key and start calking. 
Here's a fast-moving item 
for over-the-counter sales. 
Packed 12 tubes in a 
handsome ‘‘Silent Sales- | 

n" display carton that 
can be quickly set up on 
your counter. 


Nu? Phalt PLASTIC ASPHALT CEMENT 


for all jobs! 


Ideal for sticking down asphalt 
shingles and floor tiles . . . for 
use on roofs, chimneys, flashings. 
Packed 10 loads to a carton... 
with or without plastic nozzle. 
Shipped without nozzle unless 
specified. Also available in 2'2 
and 10 lb. cans; 50 Ib. pails; 
550 Ib. drums. 


BUILDERS 
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remerican Lumberman PROFIT-POINTERS 























Early-Bird Training 


Many of the frequent sales training sessions staged at Israel Builders’ 
Supply in Dayton, Ohio, start at 6:30 a.m., with breakfast. Dave Israel 
explains that this hour does not interfere so heavily with the salesmen’s 
home activities. It works especially well in the hot summer months. Pic- 
ture above shows kitchen equipment demonstrator in Israel store, where 


sales meetings are often held. 


MEDGE 


Special Contractor Counter 


When the new yard and show- 
room of Byrd Lumber Co. was de- 
signed in Marion, Ind., contractors 
were given a_ separate “service 
counter and room” above, which is 
isolated from the main retail show- 
room. The counter also serves as 
headquarters for the yard superin- 
tendent and dispatcher. 

Contractors enter the “‘back door” 
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from the drive yard. They can reach 
the manager’s office through the 
rear way, rather than enter through 
the consumer showroom. 

Homer Hyatt, dispatcher, seen in 
picture. serves carpenter Merle 
Stultz of Leffler Construction Co., 
while Byrd Lumber driver Owen 
Masongale looks on. 


Bin of "Shorts" 


“Our bin of shorts in the store is 
a wonderful sales starter for us,” 
says Dave Woodring, sales engineer 
at Ladd Lumber & Mercantile Co., 
Pueblo, Colo. 

The bin is a 4’x5’ display on the 
sales floor, where short lengths of 
molding, shelf boards, stair railing 
and even pieces for small table tops 
are shown. 

“The idea,” explains Woodring, 
“is variety. The majority will find 
at least one item of interest. We see 
that the bin is always well filled 
and that it contains good materials, 
not just scraps. Nearly every sale 
from our shorts bin results in addi- 
tional sales in other departments.” 


Sign at Exit Door 

Related selling pays off better 
because of a prominent sign posted 
beside the paint department exit 
door at Ed Porter Lumber Co., Gar- 
den City, Kan. The sign reads, 
“Don’t forget brushes, turpentine, 
thinner, sand paper, scrapers, plas- 
tic wood, paint remover, glue, wood 
putty, masking tape.” 

“The sign works,” says Manager 
Wayne Bertholf. “Customers leav- 
ing the salesroom stop at the sign, 
read it and turn around to buy the 
needed but forgotten item. 

“The list works so well we often 
go over it with a customer, making 
suggestions as to allied items he 
might need. We get a lot of extra 
sales this way.” 
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Here’s a sliding window that’s easier to 
sell— because it haseverything! Modern, 
streamlined styling. Moderate price. 
Superior weather-tightness. Top-quality 
construction in a complete, ready-to- 
install unit. And, above all, GUARAN- 
TEED quality backed by Curtis. 
Easily removable for cleaning or 
washing, Curtis Style-Trend windows 
come in a variety of heights for use in 
any room. You can sell them for use 
throughout the house or can combine 
them with harmonizing Curtis Style- 
Trend double-hung or fixed sash. 


























Guaranteed quality in a sliding window 


It’s the new Curtis Ctyle=tond 


Proved Weather-Tightness 


Actual tests show that Style-Trend 
sliding windows allow less wind infiltra- 
tion than other removable window units 
—thanks to complete, superior weather- 
stripping. This feature alone puts these 
Curtis windows in a class by themselves. 
It’s another reason why it pays to be a 
Curtis Woodwork dealer. 

Complete information about Style- 
Trend windows, Curtis Silentite win- 
dows, doors, kitchens and other items 
in the Curtis line is yours for the asking. 
Write us soon! 


CURT I! 


WOODWORK 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 


Clinton, lowa « Wausau, Wis. « Chicago, Ill. « Sioux City, lowa « Lincoln, Nebr. 
Minneapolis, Minn. e New London, Wis. ¢ Oconto, Wis. « Scranton, Pa. « Charlotte, N.C. 


heart of the home 


Ideal for large or small window space, this new Curtis unit will boost your sales. 
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Easily cleaned. Just lift up and swing out. 


CurnS 
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New Yale Brandywine Knob set off by Sapphire Trim (left) and Constellation Trim (right). Many other stylings available. 


To sell builders...look to Yale 


NOW—THIS SEASON’S KEY-IN-KNOB DESIGN SENSATION 


YALE 
brandywine brsien 


for builders who star style and top quality—at an attractive price! 


Nowhere on earth another lockset like the new Yale Brandywine! Here’s why: 
Premium-lockset quality and style at the lowest price you’ve ever seen. Simple, 
elegant lines. Single-key operation where desired—garage doors, too. 
Top-security through pin-tumbler construction—until now found only in 

high price locksets. Easy, economical installation on exterior and all interior 
doors. Stock plenty of this sales stardust now: Yale Brandywine locksets 

(No. 5237) and Yale’s galaxy of smart trims. 

For today’s big doings in locks and hardware—LOOK TO YALE! 


The Yale & Towne Mfg. Co., 
Lock & Hardware Div., White Plains, N. Y. YA LE & | OW N E 
VYALE= REG. U.S. PAT. OFF. 
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Pegs 


are popular 


Here’s a popular-priced version 
of always-appealing pegged 
oak flooring. The walnut pegs 
of this Bruce Ranch Plank 

Floor are inserted at the factory. 
The beautiful finish is factory- 
applied, too, for economy 

and durability. Alternating 
24” and 3%4” strips with 
beveled edges help capture the 
appearance of a costly 
random-width plank floor. 
Bruce Ranch Plank is laid 

just like any strip floor. 

Write for color booklet. See 

our catalog in Sweet’s Files. 

E. L. BRUCE CO. 


Memphis 1, Tennessee 


Ranch Plank 
Floor 


Naturally Beautiful 


Furniture by Knoll Associates, Inc 
Photo by Hedrich-Blessing 





You Get a Wider Profit Margin with this 
TOUGH, FUNGICIDE-TREATED VAPOR BARRIER 


SISALKRAFT VAPORSTOP 


Yes, we protect our dealers on this popular, quality vapor barrier. You can 
make real money! 


Sell it to your builder customers as a low cost vapor barrier for use under 
concrete slabs and in crawl spaces. It’s FUNGICIDE TREATED to make it rot 
resistant ...and reenforced with tough steel-like fibers— for tear and rip-free 
application. Tell your builders that Sisalkraft VAPORSTOP is easy to apply, 
will save them grief and headaches from home owner complaints of 
dampness, rot, paint peeling. Sisalkraft vAaPoRSTOP completely prevents mois- 
ture migration from the ground! Meets FHA and VA Minimum Property Re- 
quirements. Available in roll sizes: 

84” 1200 sq. ft. 
96” 1200 sq. ft. 


60” 1200 sq. ft. 
72” 1200 sq. ft. 


36” 500 sq. ft. 
48” 500 sq. ft. 


American SISALKRAFT Corporation 


Chicago 6 * New York 17 «© San Francisco 5 


Other Products in the 
SISALKRAFT LINE 


Orange Label Sisalkraft — 
Waterproof reenforced building 
paper 

Sisalkraft Moistop® — Permanent 
vapor barrier 

Sisalation® — Reflective insulation 
and vapor barrier 

Copper Armored Sisalkraft — 
Electro sheet copper for concealed 
flashing and waterproofing 
Sisalite® — Polyethylene film 
Sisal-Glaze — Plastic glass re- 
placement 


in Canada Sisalkraft products are sold under the following names: Orange Label Fibreen, Sisalation, Copper Armored Fibreen, Fibreen ¥zporstop, Filreen Moistop — contact Alexander Murray & Co., Ltd., Montreal 
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We’re te/ling millions: 


END RUST AND STAIN PROBLEMS 
WITH ALCOA ALUMINUM FASTENERS 


Everyone who has a home repair or workshop 
project risks having a job ruined when ordinary 
plated fasteners are used. 

There is an answer, beamed to millions via 
Alcoa advertising. It is this: 

Alcoa® Aluminum Fasteners resist corrosion. 
They are solid aluminum, so they can’t rust to 
cause unsightly stains. 

National distribution makes it easy to stock 
Alcoa Fasteners for this ready-made market. 
There are types and sizes for every require- 
ment, all attractively packaged. Window decals 
and colorful counter cards displaying actual 
samples identify you as Alcoa Aluminum 


Fastener headquarters, and they are yours— 
free—with minimum orders. 

Act now and be ready for the business Alcoa 
is building. Order your stock of Alcoa Aluminum 
Fasteners today. Aluminum Company of 
America, 2267-F Alcoa Bldg., Pittsburgh 19, Pa. 


, ALCOA ©. 
ALU AAIN U AA 
FASTENERS 


EAS HS <THE omen HOUR 
IVE DRAMA 


EVENIN 


Your Guide to 
the Best in 


Aluminum Value 





Alcoa Aluminum Nails and Fasteners are available nationally through Macklanburg- 
Duncan Co., Oklahoma City, Okla., and leading wholesalers of other Alcoa products. 
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What else brings builders 








Job after job, year after year, the unmatched quality of 
Bildrite holds and builds your business! 


In just about any town where there’s an Insulite 
dealer, you can find building contractors who have 
traded with that dealer for two years, five years, ten 
years or longer. One big reason for such solid friend- 
ships is Bildrite Sheathing. 

Very often, an interest in Bildrite brings the 
builder in for the first time. He uses it on a few 
houses. He notices how quick and clean it saws... 


and its exceptional strength. He reorders again and 
again; and the dealer adds another loyal, satisfied 
customer. 

For the lumber dealer, Bildrite is a great “‘bread- 
and-butter’’ item, and a great money-maker . . . easy 
to handle, fast turning, free from waste, returns, 
spoilage and mark-down losses. Want information? 
Write us—Insulite, Minneapolis 2, Minnesota. 











S I back like Bildrite Sheathing”? 





\ 
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Steady repeats...low handling costs. These typical scenes, at a busy Minneapolis yard, show why this dealer 
calls Bildrite Sheathing “the best business-builder in our place.” Vehicles at left all belong to contractors who buy 
Bildrite regularly. Outdoor stockpiles in photo at right show how this dealer saves inside storage space, fills orders fast, 
and cuts handling costs with Bildrite unloaded direct from rail cars. 


INSULITE 


sells easy...sells fast...stays sold 


| insulite, made of hardy Northern wood. Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minn. 


INSULITE AND BILORITE ARE REGISTERED T.m.'S, U.S 











EDITORIAL 


Home Improvement Sales Could Be Doubled 


A student of family and farm 
housing in our country could well 
be excited by the enormous un- 
realized opportunity revealed by 
the facts at hand. 


Consider these: 

About 37% of all standing Amer- 
ican housing units are sub-standard. 
This ranges from 13% in Washing- 
ton, D. C., to 75% in Mississippi. 
(see chart) Some indication of the 
relative state of repairs in the en- 
tire housing plant are revealed by 
these figures. 

There are over 125 end-use pack- 
ages which sell for $100 or more 
needed to supply the home im- 
provement market. These range 
from acoustics and air condition- 
ing to window repairs and weather- 
stripping. 

The average selling price of 
these home improvement packages 
is $576. Surveys indicate that 
the average American housing unit 
today needs three of these packages. 

It is evident then that the aver- 
age potential sale per housing unit 
is $1,728. (labor and materials) 

Figuring the repairable housing 
plant at 40 million units (a con- 
servative estimate) the backlog of 
needed home improvements in our 
country is $69,120,000,000. 

In addition to this backlog our 


housing plant is depreciating at 
5% per year (2% for repairs, 2% 
for needed new living conven- 
iences, 1% for needed additions) 
—an annual developing market of 
$16 billions. 

Based on these facts, the annual 
potential of the lumber dealer 
might be computed this way: 

The present productive capacity 
of the building industry indicates 
that we could not only supply the 
current $16 billion annual home 
improvement needs but could take 
care of $5 billions out of the 
backlog—or a total annual volume 
of $21 billions in this home im- 
provement market. 

Reducing this to a material sales 
potential for building product deal- 
ers, the first item on the dealer’s 
current annual material potential 
is— 

Annual potential MATERIAL sales 


to home improvement market. .$10,500,000,000.00 
to this should be added— 


Annual potential MATERIAL sales 
to new home market 


Annual potential MATERIAL sales 
to farm market 
(exclusive of farm residences) 


7,000 000,000.00 
1,000,000,000.00 


Annual potential MATERIAL sales 
to industrial, commercial and 
institutional improvement 
markets 1,000,000 000.00 

Annual potential of miscellaneous 
markets—marine, outdoor living, 


hobby shops, etc. .. 2,000 000,000.00 





SUBSTANDARD DWELLING UNITS 
U.S. CENSUS FIGURES. 


Region and Percent 
State of Total 


North East 


Maine 48%, 
New Hampshire 36 
Vermont 35 
Pennsylvania 28 
Rhode Island 28 
Massachusetts 21 
Connecticut 18 
New York 17 
New Jersey 17 


North Central 


North Dakota 
South Dakota 
Missouri 
lowa 
Minnesota 
Indiana 
Nebraska 
Kansas 
Wisconsin 
Illinois 
Michigan 
Ohio 


South 


Mississippi 
Arkansas 
Alabama 
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South Carolina 
Kentucky =F 
North Carolina 
Gorgia 
Tennessee .... 
Louisiana 

West Virginia 
Virginia 
Oklahoma 
Texas 

Florida 
Delaware 
Maryland 

Dist. of Col. 


West 


New Mexico 
Montana 
Wyoming . 
Colorado 
Arizona .. 
Idaho 
Nevada . 
Oregon . 
Washington 
Utah . 


California 


Total U.S. 


Annual potential for MATERIALS 
for private and public non- 
residential new construction .... 


(this discounts the bulk of heavy 
construction materials by-passing 
the dealer) 


Total potential annually 


Even with lumber dealer sales of 
25% billions of dollars per year 
approximately—three times their 
present volume—it would take 15 
years to catch up with the backlog 
of need for home improvements. 

Obviously a tremendous, well or- 
ganized, adequately manned and 
properly equipped creative selling 
effort will be needed te capitalize on 
this potential. 

As we have pointed out in recent 
editorials, dealers must have impor- 
tant help from manufacturers and 
their wholesalers to more aggres- 
sively tackle this potential. 

Dealers are getting one-third of 
this volume now. The rapidity with 
which they will increase their sales 
will depend in large measure on the 
help and support they get from 
manufacturers and their whole- 
salers. 

If recently released statistics are 
correct — and they appear to be 
fairly accurate—out of the 30,000 
lumber yards in the country, 15,900 
of them do 91% of the total volume. 
These dealers, according to analyst 
Snyder, do $100,000 or more volume 
per year. 

Figuring the current annual vol- 
ume at $814 billions of dollars, this 
means that 15,900 dealers do $7,- 
735,000 or an average of $425,000 
each. 

We assume that the 14,100 deal- 
ers doing less than $100,000 an- 
nually (9% of the total) will not do 
much to capture the above unreal- 
ized potential of $17 billions. There- 
fore, the extra annual opportunity 
of each of the 15,900 dealers would 
be an additional $425,000 — or 
$850,000 annual potential. 

Getting down to cases, every 
dealer in the country doing $100,000 
or more per year_in sales today has 
a potential of three times his pres- 
ent volume. 

No dealer reader of these lines 
should ever be depressed as long as 
this unrealized opportunity exists. 

On the contrary, every dealer who 
is not satisfied with his present vol- 
ume and profits should undertake 
the step-by-step procedure which 
will put his operation in shape to 
capitalize on this potential locally. 


4,000,000,000.00 


$25,500,000, 000.00 


June 24, 1957, AMERICAN LUMBERMAN AND 





By tls ADVERTISEMENT HAS APPEARED IN 
Gechitectual Record: Progrewive Cchitectre 
Cmerican Builder; Practical Builder: 

Car Conditioning. Heating § Ventilating 
Heating Pring & Clr. Conditioning 


Make this Test 


for Heat Flow 
in Buildings! 


Try this experiment. Take a piece of multi- 
ple layered aluminum. (We'll send you some 
free samples.) Hold it very close to your cheek 
without touching. You’ll be surprised! Notice 
how, in seconds, your cheek feels a glow of 
warmth. Why? Because the heat rays which 
are leaving your face (although without tem- 
perature), are being thrown back again at a 
97% rate by this amazing insulation. Reflected 
to your cheek, the rays are now re-absorbed 
at a 90% rate and turned into heat. 


THE BIG THIEF 


The same thing happens in building spaces. 
This simple experiment illustrates an ex- 
tremely important principle of heat flow. The 
greatest thief of fuel, of heat, and of comfort 
in buildings in winter, and of comfort and 
electricity for air-cooling in summer, is the 
flow of heat by Radiation. 


Put multiple sheets of scientific prefabri- 
cated aluminum insulation inside wall and roof 
spaces to bar the path of this thief. For multi- 
ple aluminum throws back, with 97% reflec- 
tivity, the heat rays that strike its surfaces. It 
also retards, most effectively, the ane of heat 
by Convection, Conduction, and Vapor Flow. 


The tough aluminum sheets in multiple alumi- 
num are almost completely impervious to water 
vapor, and are long and continuous. Infiltration 
under flat, stapled flanges is slight. 


Where multiple aluminum is used, fortui- 
tous vapor and water (for instance rain) 
which intrude into wall and similar spaces, 
will gradually flow out as vapor through ex- 
terior walls and roofs as pressure develops 
within, because vapor flows from areas of 
greater to less density. The vapor cannot back 
up through the continuous, almost completely 
impervious aluminum, so it flows out because 
exterior walls and roofs have substantial per- 
meability compared to aluminum, far greater 
than the required 5 to 1 ratio. 


For maximum uniform depth protection 
against heat loss and condensation formation, 
use edge-to-edge multiple aluminum, each 
sheet of which stretches from joist to joist. 
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DIRECT DEALERS WANTED 
NO MINIMUM STOCK REQUIRED 








Some very interesting heat flow tests in roofs 
and walls with aluminum insulations, at Massa- 
chusetts Institute of Technology and Pennsyl- 
vania State College Engineering Experiment 
Station, including exposure of aluminum foil 
over a period of 10 years to fumes, dust, salt sea 
air and even spray, are described in a booklet, 
“Thermal Test Coefficients of Aluminum Insu- 
lation for Buildings.’’ Use coupon for free copy. 


Infra insulation is sold direct to dealers in 
most states. No minimum stock required. 5000 
sq. ft. fit on 1 shelf. A carton 3’ x 154’ x 3’, 
only 1% cu. ft., contains 1000 sq. ft., weighs 
only 45 lbs, Use coupon for DEALERS’ PRICE 
LIST, samples of Infra, and consumer literature. 





THERMAL VALUES 
infra Type 4 Parallel Insulation 


Down-Heat C .042*=7%” non-metallic insulation? 
Up-Heat C.105*=3'%” non-metallic insulationt 
Wall-Heat C .068*=4%4” non-metallic insulation? 


Cost installed between wood joists, 
material and labor, about 8¢ sq. ft. 
Type 6 also available 
Determined by method of National Bureau of Standards 
in H.H.F.A. Research Paper 32 


tCalculated on basis of limiting thermal values cited 
in Fed. Specs. LLL-f-321b; HH-1-585; HH-1-521c; HH-I-55la 


1 Infra Insulation, Inc., 525 B’way, N. Y., Dept. U6 


[) Send booklet, “Thermal Test” C) Prices 


] NAME 


] Infra samples 
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American Lumberman Guide to 


READY-MIX CONCRETE 





COUNTY FAIRS are excellent places to tell the 
farm trade about ready-mix concrete. 


—photo courtesy Ralston Purina Co 
EASILY-CLEANED CONCRETE FLOOR for "pig parlor’ helps hogs to PRE-CAST BUILDING ITEMS such as displayed 


grow fat. A prime example of farm market awaiting lumber dealers above make plus sales for Ruby Lumber Co., 


operating ready-mix plants. 


ONE-STOP BUILDING MATERIALS CENTER is obtained 
through ready-mix operation at Elkhorn (Wis.) Lumber 
Co., whose plant is pictured above. 


Madisonville, Ky. 


: I oy er: Bek ree ¥ 
; ; —photo courtesy the Noble Co. 
PORTABLE BATCHING PLANT is newest idea. It can be hauled 


to site of big pouring job or permanently located at lumberyard. 
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More and more lumber dealers are getting into the ready-mix concrete 
business. Why? Because— 


(1) There is good profit and volume available for dealers offering this 


service in areas now having only on-the-job mixers as a concrete source. 


(2) The ready-mix seller has a better chance of selling the lumber and 


other materials for a job because he is on the job first. 


(3) The average sale potential per job is increased when you sell 


ready-mix concrete. 


(4) Profitable items related to ready-mix concrete naturally accompany 


the concrete sale. 


In the following exclusive American Lumberman field report, you will 


find the basic data you need to enjoy ready-mix concrete profits. 


—The Editors. 





THE READY-MIX CONCRETE BUSINESS: 


Answers to Four Major Questions 


Profit? Given the right set-up, net 
profits of 10% to 25% are not un- 
common. Your success will de- 
pend upon your ability to produce 
a controlled perishable product 
and deliver it at the moment it is 
needed. 


Does it fit retail lumber opera- 
tions? It does, according to the 
testimony of retail lumber dealers 
interviewed by American Lumber- 
man for this report. In the hands 
of an aggressive dealer it brings in 
related sales of lumber, building 
materials and millwork in volume 
large enough to pay for the ready- 
mix operation several times over. 
Your prospects will be the same 
people you are now serving with 
lumber and building materials. 


Who is getting the concrete busi- 
ness now? In many areas, no one. 
The market is wide open to the re- 





tail lumber dealer to step in and 
develop it. Contractors are mixing 
their own concrete on the job; 
homeowners and farmers often go 
without it. 


How do I measure and analyze the 
market? Your economic market for 
ready-mix concrete is limited to 
approximately the distance you 
can drive a load mixer truck in one 
hour. This may be 10 miles; it may 
be as far as 40 miles. Within this 
circle from your yard you can esti- 
mate a potential volume annually 
equal to one cubic yard per person. 
To help you fully analyze your own 
market for ready-mix concrete, 
American Lumberman has prepared 
a 5-page checklist which will help 
you do this job accurately and com- 
pletely. Just write American Lum- 
berman, 139 N. Clark St., Chicago 
2, Ill., for your free copy. 


Turn the page for Cyclopedia of Ready-Mix Concrete Knowledge, 


reference data file, and dealer case examples. 
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Cyclopedia of Ready-Mix Concrete Knowledge 


Markets 


New homes: each uses 35-90 
cubic feet of concrete, including 
foundations, slabs, driveways, 
walls and patios. 

Farms: feed lots, pig parlors, 
grain bins, silos, barn floors, chicken 
houses, drives. 

Commercial and industrial con- 
struction: foundations, slabs, 
driveways, docks and platforms, 
machinery bases. 

Government: roads, streets, irri- 
gation works, small dams, founda- 
tions. 

The market you can serve best 
is limited only by your ability to 
deliver the product when and 
where required. 

A measure of market potential 
is one cubic yard of concrete per 
year per person in the trading area. 


Equipment 


A ready-mix operator, to make a 
profit, should be able to deliver 
2,000 cu. yds. of ready-mix per 
mixer truck per year. 

For minimum investment, start 
with a plant using bagged cement. 

Bulk cement tends to be easier 
to buy in times of shortage, will 
cut your cost approximately 60¢ 
per cubic yard under bag cement 
costs. 

The most efficiently operating 
plant is the “one-stop” batcher, in 
whieh the mixer truck is loaded with 
all ingredients simultaneously. This 
type plant can be obtained in all 
price ranges and capacities. 

In selecting a ready-mix plant, 
buy it on an erected basis unless 
you are an experienced mechanical 
engineer. 

Provide ample rail siding or truck 
space for incoming materials. 

The smallest, least expensive 
mixer trucks are not always the 
best for an individual operation 
starting out. A good average size 
is the 54-yard unit. 

Start with at least two mixer 
trucks if possible for flexibility of 
customer service. 


Sales 


The Portland Cement Assn., 33 
W. Grand Ave., Chicago, has three 
motion pictures and an advertising 
kit which are helpful in promoting 
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the sale of ready-mix concrete. This 
same organization has quality con- 
crete engineers and field engineers 
who regularly call on contractors 
and architects in behalf of promot- 
ing the use of more concrete. These 
men are available to ready-mix 
plant operators to solve special 
sales problems and to conduct short 
— courses for plant person- 
nel. 


Ready-mix sales benefit from 
advertising and other appropriate 
promotion. 


Your lumber sales organization 
can sell ready-mix. 


Make every man in the organiza- 
tion a salesman as he goes about 
his regular duties. 


The lumber dealer has an advan- 
tage over the exclusive ready-mix 
plant in that, when lumber is slow 
the men can be used in the ready- 
mix department, and vice versa. 


The lumber dealer has an advan- 
tage over the exclusive ready-mix 
plant in that when customers want 
concrete or other building mate- 
rials, the full-line seller is thought 
of first. 


Financial 


Aim for a selling price of at 
least $5 over your landed cost for 
gravel sand and cement in order 
to cover operating costs, fixed 
charges and allow for profit. 


It is best to own your own gravel 
and sand supply, but not necessary; 
however, don’t use a competing 
ready-mix plant as your aggregate 
supply source. 

In pricing, set up a local free 
delivery zone, and charge mileage 
beyond that zone. 

Establish a minimum billing and 
aminimum pour. 

Set up a waiting time charge to 
insure prompt handling of the con- 
crete on the job. 

Establish your freedom from lia- 
bility for damage to the ground 
after the mixer truck leaves the 
highway. 

A ¥ a iow or ages og 
billing practice g 8- 
counts for cash, tne Ente and 
alties for late payment without 
prior arrangement. 

In the first three building months 
of the year, you may pour one-third 


of your year’s business and have it 
on the books for as long as 90 days. 
This is because concrete comes first 
on the job and the contractor’s draw 
on mortgage funds may not come 
until later. Have a frank talk with 
the contractor on terms of payment. 


Total inventory can turn over as 
fast as once per day in the busy 
seasons of the year. 


_You can get into ready-mix on a 
limited basis for as little as $12,000. 


A batcher (weighs the materials 
before discharging them into the 
mixer truck) costs $10,000 and up, 
depending on size. 


Mixer trucks cost $8,500 for a 
three and one-half yard unit, and 
run upward to $17,500 each. A 
useful size is the five and one-half 
yard unit at $12,500. 


Minimum inventory is 500 yards 
of sand, 500 yards of gravel plus 
$2,000 invested in cement; total 
cost about $6,000 - $7,000. 


Personnel 


It is as easy, if not easier, to 
train ready-mix men than it is to 
train yardmen. 


Part of the mixer truck driver’s 
job is keeping his unit clean; it 
should be hosed off after every load 
or at least daily; overhauled and re- 
painted during the slack season. 


The National Ready-Mixed Con- 
crete Assn. annually holds train- 
ing schools for operators’ person- 
nel. 


Related sales items 


When adding a ready-mix de- 
partment to your retail lumber 
business, consider the following 
lines as possibilities for added 
sales: 


Brick, metal windows, metal area 
walls, waterproofing compounds, 
cement colors, reinforcing mesh and 
bars, chemicals and additives for 
use in winter with concrete, re- 
usable forms for foundations, forms 
for blocks, posts, septic tanks, steps, 
water-emulsion bituminous products 
for ve resurfaci —- blacktop pavement 

ideally suited for handling in 
be mes trucks), concrete block plant, 
clay products, fibre pipe, a ore 
forms, masonry paints, metal lath 
and accessories, rental tool depart- 
ment. 
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How to make 
ONE sale... 





-_ TIME you or one of your sales staff 
takes an order for cement, it is a ready-made 
opportunity to change a single sale into a double 
order. It’s as simple as saying “Of course you’re 
going to reinforce this concrete with welded 
wire fabric. Let us send both orders out at one 
time.” 

Builders, contractors, architects and engi- 
neers know that reinforcing in concrete adds a 
lot of strength and “staying power” for a very 
small cost ... actually less than 10% of the cost 
of the concrete. Take advantage of this aware- 
ness by reminding them to buy their welded 
wire fabric from you. Another good sales point 
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is the fact that reinforcing must be done during 
initial construction; it can’t be added later. 
Ask your manufacturer or jobber who sup- 
plies your welded wire fabric to give you a 
supply of sales literature and display material 
to help you turn more single orders into double 
sales. Remember that more and more people are 


dt Risen” 


WIRE REINFORCEMENT INSTITUTE 
National Press Building, Washington 4, D. C. 


asking... 


Circle No. 8 on Coupon, page 70. 
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Ready-Mix Use Data 


Amount of concrete required per 100 square feet of 
wall of various thicknesses 


WALL CU. YDS. CONCRETE 
6" 1.85 
8" 2.47 
10" 3.09 
12" 3.7 


Areas of floor or walk from one cu. yd. of concrete 


THICKNESS SQ. FT. 
3” 108 
4" 8! 
5" 65 
6" 54 


Portland cement—bag and bulk measures 


Weight of cement per bag—94 pounds. 
One cu. ft. portland cement—94 pounds. 
One barrel portland cement—376 pounds or 4 bags. 


Ready-Mix 


Reference Data 


_ Books and bulletins of interest to lumber dealers con- 
sidering entering the ready-mix concrete business: 


“Concrete Batching and Mixing” by T. B. Appel, Jr., 
chief engineer, C. S. Johnson Co., Champaign, Ill. Pub- 
lished by C. S. Johnson Co., Champaign, III. 


“Take A Look At The Ready Mixed Concrete Business.” 
Published by The Jaeger Machine Co., Columbus 16, Ohio. 


“Design and Control of Concrete Mixtures”, 10th edition. 
Published by the Portland Cement Association, 33 West 
Grand Ave., Chicago 10, IIl. 


“Selecting The Best Combination of Truck Mixer and 
Truck For Optimum Efficiency”. Published by the Truck 
Mixer Manufacturers Bureau, National Ready Mixed Con- 
crete Association, Munsey Building, Washington 4, D. C. 


“National Ready Mixed Concrete Association, Aims, 
Activities, Services”. Published by the National Ready 
‘ee Concrete Association, Munsey Building, Washington 
4. D. CG. 


“Truck Mixer and Agitator Standards of the Truck 
Mixer Manufacturers Bureau”, fourth edition. Published 
by the Truck Mixer Manufacturers Bureau, National Ready 
Mixed — Association, Munsey Building, Washing- 
ton 4, D. C. 


“Truck Mixer Weight Visualizer”. Price $2 each. Pub- 
lished by the Truck Mixer Manufacturers Bureau, National 
Ready Mixed Concrete Association, Munsey Building, 
Washington 4, D. C. 


Also a list of technical publications are currently avail- 
able from the National Ready Mixed Concrete Association, 
Munsey Building, Washington 4, D. C. 
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Types of Portland Cement 
Type I—Normal portland cement. 


Type II—Modified portland cement; has lower heat of hydration 
than Type |; used in big masses of concrete. 

Type III—High early strength portland cement. 

Type IV—Low-heat portland cement. 

Type V—Sulphate-resistant portland cement; used in areas of 
high alkali content in soi! or water; hardens more slowly than 
type I. 

Air-entraining portland cement—Three types, correspond- 
ing to types I, II, and III; gives concrete resistant to severe 
frost action and applications of salt for snow and ice 
removal. 

Special cements include white portland cement, water- 
proofed portland cement and oil-well cement. 


Refer to Your 1957 Dealer Products File 

Additional data on concrete will be found on pages 338, 
342, of your 1957 Dealer Products File of American Lum- 
berman. Also, in that issue, manufacturers of transit mix- 
ers and ready-mix concrete plants are listed in the Buyer’s 
Guide. 

The Dealer Products File is dated January 21, 1957. 
Additional copies available at $2 each from American 
Lumberman, 139 N. Clark, Chicage 2, IIl. 
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This new film licks a lot of 
builders’ headaches—gives you 
a high-profit item... with 
unlimited sales future! 


Your customers lose plenty when it storms- 

but here’s how they can lick the bad weather problem 
with Ger-Pak film . .. an opportunity for you 

to help your customers and ring up extra sales for 
yourself at the same time! 


For Ger-Pak is completely moisture-resistant! 

It installs quickly when a storm is brewing—or at 
days end . . . stands up to winds. Very light 

and easy to handle with ease . . . rolls of film up to 
40 feet wide, 100 feet or more long. Ger-Pak 

film can be used over and over again—so handy the 
builders always find new uses that keep 

orders coming back to you. 

You know you're selling top-quality poly- 

ethylene film when you sell Ger-Pak too—for 

it’s produced by Gering, pioneers in modern plastics 
for over 30 years! Ger-Pak film is available 
transparent or black color. For complete details 
and free sample, mail the coupon today. 

No obligation, of course. 


POLYETHYLENE FILM 
GERING PRODUCTS, INC. 


KENILWORTH, NN. J. | 
Pioneers in modern plastics for over 30 years! 


SHUT THE DOOR with GER- 


PAK FILM...no rain gets past. © 


Tack film to studs or staple 
Ger-Pak on large wooden 
forms that can be plated 
where needed quickly. 


QUICK TENTS for bulldozers, 


tractors. Just spread Ger-Pak~ 


film over them and fasten. Pro» 
tects against ‘rain, dew, hot 


> \bun. Saves plenty cash and 


a, 


KEEP LUMBER DRY with. 
GER-PAK FILM. Cover mill< 
“work, cement bags, iron pipe, 
“concrete blocks—anything that. 


~ Cover goes on peti isk 
lasts indefinitely. ee 


GERING PRODUCTS INC. 
Kenilworth, N. J. Dept. AL 


For complete details and free sample, fill out coupon 


and attach to Company letterhead. 





Title 





City 





Zone. State 





Se nt ee ee ee ee ee ed 


Circle No. 11 on Coupon, page 70. 
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Polyethylene 


NEW WAY TO CUT 
CONSTRUCTION COSTS 











HEN two suspiciously intellectual- 

looking strangers stepped into the 
office of Kansas City contractor Walter 
Rohrer, they set off a chain of events 
that gave Rohrer one of the biggest sur- 
prises of his twenty years in the 
business. 

The invasion occurred just as Rohrer 
was preparing to lay the concrete floor 
slabs for Spencer Chemical Company’s* 
new Research Center. The visitors car- 
ried with them an 8-foot-wide roll of 
film about the size and weight of a 
sofa pillow. 

The invaders, scientists from Spencer, 
announced cheerfully that they had 
brought with them an easier and less 
expensive way to make a tougher floor 
slab—a way Rohrer could put to use 
right now on the Spencer building. 

When a floor slab is laid, it is cus- 
tomary first to put down a layer of 
impregnated paper, then to pour the 
concrete and finally to lay burlap over 
the top until the concrete is dry. With- 
out this vapor seal “sandwich” arrange- 
ment, the concrete often dries too fast 
and may cause a dusting action on the 
surface. 

What the Spencer scientists were pro- 
posing was that—in place of impreg- 
nated paper and burlap—Rohrer should 
use this gossamer-like polyethylene film 
they had brought him. Made from 
Spencer’s own “Poly-Eth” Polyethy- 
lene, the film was no thicker than a 
piece of paper, and nowhere nearly as 
heavy. 


ROHRER SCOWLED. His paper and 
burlap had always worked fine. And 
this featherweight film would obviously 
be ripped to pieces when concrete came 
eascading down on it from the concrete 
buggies. 

The were polite 
but firm. They were paying for the 
building. If the film didn’t work, it 
would be their loss alone. Reluctantly, 
Rohrer agreed to give the “Poly-Eth” 
a try. 

The results astonished him. The 
frothy-light polyethylene film was far 
easier to handle. And, unlike impreg- 
nated paper, the film needed no gluing 
together—a tremendous saving in labor 
costs. 


Spencer scientists 


531 Dwight Bldg., 


AN IDEA ADVERTISEMENT OF SPENCER CHEMICAL COMPANY 
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Featherweight film: For a slab sandwich with less bite .. . 


The film’s toughness surprised 
Rohrer. And even though the poly- 
— lay directly over sharp-edged 

aggregate, and workmen walked on it 
again and again before pouring time, 
the film developed almost none of the 
punctures so common in impregnated 
paper. And there was no sign of a rip 
while the concrete was being poured. 

All this meant better control of the 
drying process, plus a tougher slab of 
concrete when the job was done—and at 
no more cost than that of conventional 
materials. 

And the “Poly-Eth” film was so light 
and easy to handle that the labor time 
was a small fraction of what it had been. 


FILM STAR. In many other ways, too, 
film made of “Poly-Eth” Polyethylene 





SPENCER CHEMICAL COMPANY 
‘‘America’s Growing Name in Chemicals”’ 
Kansas City 5, Mo., Manu- 
facturers of ‘‘Poly-Eth’’ Polyethylene »« Am 
monia (Commercial and Refrigeration Grade) e 
Aqua Ammonia e 83°, Ammonium Nitrate Solu 
tion e« Synthetic Methanol « Formaldehyde « 
Hexamine ¢ ‘‘Mr. N"’ Ammonium Nitrate Fer- 
tilizer * SPENSOL (Spencer Nitrogen Solu- 
tions) « FREZALL (Spencer Dry Ice) + Liquid 

CO, « Cylinder Ammonia « Nitric Acid 





ATTENTION, 


Customers have 


conducted by 


Newsweek, 


Spencer ads have sent in 11,826 


last year, 
For latest complete details, 





LUMBER DEALERS: 


already asked 
dealers to supply them with polyethylene film, according to a survey 
AMERICAN LUMBERMAN in December, 
And demand is growing. The above ad, appearing in two issues of 
has alone produced over 3,500 inquiries. It is also appearing 
in House and Home and Engineering News 
requests for Spencer's free bulletin, 
“Polyethylene for Home Builders and Home Owners.” 
one of a series of ads by Spencer promoting polyethylene film. 

Are you prepared to get your share of this zooming new market? 
The use of polyethylene film in construction, estimated at 15 million Ibs. 
is expected to soar to over 
use 
Company’s free illustrated booklet. Spencer will also be glad to send you 
the names of suppliers of polyethylene film. 


60% of America’s retail lumber 


1956. 


-Record. Readers of earlier 


And this is but 


3 years. 
Chemical 


in the next 
oft ncer 


50 million Ibs. 


coupon to get 
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has helped builders and householders 
save time and cut costs: 


@ Laid down over crawl space areas, it 
protects houses against the ruinous cor- 
rosion caused by moisture evaporating 
from the ground. 


@ As a membrane between a concrete 
floor and top flooring, it protects hard- 
wood flooring from the inevitable sweat- 
ing of the concrete slab in summer. 


@ In fact, wherever a tough, lightweight, 
easy-to-handle vapor barrier is needed, 
polyethylene usually does the job better 
—and at less cost. 


REPORT TO BUILDERS. Spencer 
Chemical Company, manufacturers of 
“Poly-Eth” Polyethylene, the raw mate- 
rial from which films like those de- 
scribed above are made, is constantly 
exploring new uses for this wonder 
plastic. 

One series of our investigations deals 
with the many test-proven ways in 
which polyethylene film can save money, 
worry, and work for builders and home- 
owners. Our report (see coupon below) 
is yours for the asking. 

*Manufacturers of “‘Poly-Eth” Polyethylene. 


“Poly-Eth” is a registered trademark of 
Spencer Chemical Company. 


FACTS FREE 


If you’d like to know more about “Poly- 
Eth” Polyethylene, check the items below 
in which yogare particularly interested. 
Then mail this coupon to ‘“Poly-Eth,” 
Spencer Chemical Co., 531 Dwight 
Bldg., Kansas City 5, Mo. We'll send 


you more information. 


“New Uses for Polyethylene in Construction” 
Names of Polyethylene Film Suppliers 


( “A Beautiful Lawn At A Twist of Your Wrist” 
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ELEVATORS of a size and speed to 
meet every known requirement 


HOPPERS—SCREW CONVEYORS 
for quick, effortless handling 
of cement. For truck or R.R 
unloading. 


\llend 


If you are, the “Heltzel Complete Package” will put 


you in operation quickly, inexpensively 


If you are, then you will want to talk with the 


people at Heltzel before you buy batching equipment. 
The reason: Heltzel has long been the leading 


supplier of package plants for the ready mix industry — 
MIS CONVEYORS — Inclined, 
and only Heltzel designs and manufactures shuttle, tunnel, tailor made 


to your specific operation 

the complete plant — bins, batchers, elevators, 
‘onvevors. etc. — to exactlv meet MOST COMPLETE CONTROL 
conveyors, et on actly _— SELECTION from manual to 


electronic punch card sys- 
tems 


any and all job requirements. 


432 THOMAS RD. 


THE HELTZEL STEEL FORM & IRON COMPANY = “28H. on10 








PORTABLE BATCHER, able to travel around the yard on its own 
wheels, gathers and weighs gravel and sand at Tehachapi Lumber 
Co., discharges mix into truck as cement and water are added. 


RETE 
ae 
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job-site mixing. 


California dealer's ready-mix experience proves — 


You Can Start on Small Investment 


Portable batcher is key to low-cost entry into 


concrete field. 


A retail lumber dealer can get 
started in the concrete ready-mix 
business with an investment of as 
little as $12,000, according to A. W. 
Small, manager of the Tehachapi 
(Calif.) Lumber Co. This is a small 
community high in the barren 
mountain area mid-way between 
Los Angeles and Bakersfield, Calif. 

Small has been in the concrete 
ready-mix business profitably for 
nearly two years, using portable 
equipment of the type which can 
be obtained for an investment of 
this size. 

The heart of Small’s operation, 
and the answer to keeping capital 
investment low, is a_ portable 
batcher. This ingenious device is 
mounted on pneumatic tires and is 
powered with an electric motor. It 
can be driven anywhere in the 
yard up to the limit of the length 
of the power cable. 

The operator drives the machine 
up to the sand pile where rotary 
blades scoop the sand into con- 
veyor buckets. The buckets lift the 
sand up into a hopper. A weighing 
scale built into the machine per- 
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mits the operator to load exactly 
the required amount of sand. 

Next, the operator drives the ma- 
chine to the gravel pile where the 
loading process is repeated. The 
gravel also is accurately weighed 
by the built-in scale. 

Now the batcher on wheels is 
driven to a conveyor belt. The mix- 
er truck is backed up to the other 
end of the belt with its hopper 
directly below the belt’s end. As 
the sand and gravel mixture is dis- 
charged from batcher to belt to 
mixer truck, the operator empties 
the proper number of bags of port- 
land cement into the mixer hopper. 
A platform in the cement shed ad- 
jacent to the belt permits the oper- 
ator to dump in the cement easily. 

When all three ingredients are 
in the mixer and the drum is turn- 
ing, the operator measures into the 
mixer the required quantity of 
water, measuring it with a round 
dial flow meter. 

This is the equipment used in 
Small’s ready-mix plant: three 
31-yard mixer trucks, the port- 
able batcher, a covered shed where 


QUICK LOCAL SERVICE for a contractor is provided by the 


firm's mixer truck. Without such service contractors must rely on 


bag cement is stored, a conveyor to 
carry the weighed aggregate into 
the mixer, a meter on a one-inch 
water line and space for storing 
sand and gravel in piles on the 
ground. 

“We have about $28,000 invested 
in our entire set-up now,” Small 
said. “This gives us a top produc- 
tion capacity of 100 yards per day. 
However, the portable  batcher 
idea, combining weigh bins and 
handling equipment, will permit 
getting into the ready-mix busi- 
ness for less than half this 
amount.” 

Small said the biggest percent- 
age of his customers are home 
builders. 


A. W. SMALL, owner of Tehachapi Lumber 
Co., says, “Dealers need not make huge 
investments to get into ready-mix concrete 
business." 
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on the move... 


all year round 


because... 


Trinity White is a true portland . . . it’s 
whitest in the bag. . . whitest in the mix 
... Whitest in the completed job. Strongly 
advertised to all elements of the building 
industry for architectural concrete units; 
stucco; terrazzo; cement paint. A favorite 
with the do-it-yourself for home and gar- 
den jobs. For further information dealers 
are invited to write Trinity White Cement, 
111 W. Monroe Street, Chicago. 





A TRUE PORTLAND CEMENT 


@ product of GENERAL PORTLAND CEMENT CO. 
CHICAGO + DALLAS + CHATTANOOGA + TAMPA «+ LOS ANGELES 


BUILDING PRODUCTS MERCHANDISER Circle No. 9 on Coupon, page 70. 
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POURING MORE THAN 60,000 Cu. Yos. for gigantic new St. Lawrence cement plant, on Lake Ontario. 


Top payload producer of all time... 


this great new Jaeger model ‘‘F”’ 


Now in these new TMMB standard mixer 
sizes...4-5-5'/, -6-6'/2 -7-9 cu. yds. 


Jaeger Model “F” truck mixers offer advancements that 
will enable you to produce bigger payloads, at lower 
operating cost, for the next 10 years. 

They’re lighter by hundreds of pounds, yet sturdier. 
Rear drum cradle is clean and open, front trunnion and 
drive are one “unitized” assembly. 

They're faster than ever to charge, mix and discharge. 
Jaeger 3-speed transmissions provide 16 rpm for “fast 


charging” and complete speed selection down to 114 rpm 
for mixing, agitating and perfectly controlled discharge. 
Hopper, drum opening and blade design provides unim- 
peded inflow of materials and the fastest discharge of any 
truck mixers built today. Low slump specification concrete 
is discharged with particularly superior speed. 

Faster trips by your truck mixers mean more trips daily 
—more total payload. Jaeger’s new, easy-to-handle chute, 
alone, can save drivers minutes at the point of pour. It’s 
wider, deeper, has quick flip-over extension and a fixed 
pivot, yet swings away in an instant for direct dumping. 


Powered by Separate Engine ... or Optional PTO 


6 YDS. PAYLOAD WITH LEGAL AXLES: 6F mixer with front pto, 
on GMC FW-556 truck, carries 24.300 lbs. payload with 
31,445 Ibs. on rear axles, 13,120 Ibs. on front. 
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Separate engine drive with Continental engines, as used 
successfully on many thousands of truck mixers, is stand- 
ard on the Jaeger Model “F” 

Where truck engine drive is wanted, Jaeger offers the 
only front-of-engine pto which can be operated from either 
cab or ground by finger-touch hydraulic control. Operator 
can start, stop or reverse his drum while traveling, by a 
single lever movement and without any danger of shock 
load. Jaeger pto is easy to install at factory or in field, 
and extremely simple to maintain. 

4sk your Jaeger distributor for details — or write for 
Specification TMS7. 


THE JAEGER MACHINE COMPANY 
160 Dublin Avenue, Columbus 16, Ohio 


Jaeger Machine Co, of Canada, Ltd., St. Thomas, Ontario 


Circle No. 12 on Coupon, page 70. 





Charlie Hatfield says: 


"Mr. Small Town Dealer .. . 








PRODUCTION EQUIPMENT 
which is paying daily divi- 
dends for Hatfield Hardware 
& Lumber Co., Winnsboro, La. 


This Business Fits Your Picture 


In every trading area where 
there is no ready-mix concrete 
plant in operation now, business 
is waiting. 

This is the opinion of Charles H. 
Hatfield, owner of the Hatfield 
Hardware & Lumber Co., Winns- 
boro, La. Hatfield has developed 
a thriving ready-mix concrete busi- 
ness in the Winnsboro area (pop. 
5,000). 

“When concrete is easy to buy, 
the customer will buy more of it,” 
says Hatfield. “‘Ready-mix fits mod- 
ern houses with concrete floors. It 
helps sell lumber and your lumber 
helps sell concrete. It’s a big help in 
controlling the entire sale. 

“If the lumber dealer is operat- 
ing in an area where there is in- 
dustrial business he doesn’t know 
what he is missing if he doesn’t 
offer ready-mix,” Hatfield added. 
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“He has a big lead over the large 
exclusive ready-mix company. And 
when you’re selling lumber to reg- 
ular accounts, they will think of 
you before thinking of the ready- 
mix seller. 

“Even in places where ready-mix 
already exists, look at the job the 
competition does. It’s here the ag- 
gressive dealer can benefit.” 


Market discovered. It was 
when Hatfield realized that from 
Monroe, La. to Vicksburg, La., a 
distance of 95 miles, there was no 
ready-mix service available, that 
he began to investigate its poten- 
tial for himself. His city is approx- 
imately half-way between these 
two points. 

“To learn about the business, I 
visited as many ready-mix opera- 
tions as I could find in cities of 


about the size of Winnsboro,” he 
said. “I asked all sorts of questions 
and kept my eyes open.” 

All that Hatfield found about the 
ready-mix business looked good to 
him and he decided to set up a 
small plant. He announced his 
plans, told the newspaper, did a lot 
of talking to customers. He still 
carries regular advertising in the 
local newspaper on his ready-mix 
service. 

“My first plant was strictly a do- 
it-yourself project,” he said. “I 
shopped around and picked up a 
piece of equipment here, another 
piece there. Then I tried to put 
them together. It was then I dis- 
covered my first mistake. 

“What I should have done was 
to find a ready-mix equipment com- 
pany which would supply and 
erect the equipment for me. This is 
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the best way. In my case I think it 
might have cost me less than I 
paid to buy the plant piece-by- 
piece.” 


Investment required. “A lum- 
ber dealer starting into the ready- 
mix business today can get under 
way with an investment of about 
$35,000,” Hatfield said. “You can 
get a good batcher with capacity 
which can be expanded for about 
$10,000. You ought to have at least 
two mixer trucks. These will cost 
you about $18,000. A minimum in- 
ventory of sand and gravel will 
cost about $4,000 to $5,000. You 
ought to have about $2,000 worth 
of portland cement.” Hatfield’s 
total investment has expanded 
from his modest beginning to over 
$100,000; his annual volume is 
approximately 50,000 cubic yards. 


Sales program. Hatfield sells 
his concrete with the same sales 
personnel who sell lumber. He re- 
ported no trouble in training them 
to figure concrete, pointing out 
that adding this item to their lines 
gives them an added opportunity 
to sell. 

“We started out by showing a 
Portland Cement Association 
movie to builders and farmers,” 
explained Hatfield.. “We had good 
cooperation from the county agri- 
cultural extension agent.” 


A hidden cost. “Machinery will 
make or break you,” says Hatfield. 
“We started out with one truck, 
then added a second. By the time 
the third truck was bought, the 
first one was wearing out. Then we 
built our own garage.” 

Hatfield’s ready-mix concrete 
manager, Luther Jones, doubles as 
truck and plant repair man. He 
weighs out batches of materials for 
the ready-mix, supervises the truck 
drivers, and in his spare time does 
mechanical repair. The firm’s ga- 
rage is equipped for all but major 
repairs. 

“Speaking as an operator in a 
rural area, you can’t maintain your 
equipment on a small profit mar- 
gin,” Hatfield said. “You must have 
enough gross profit in your price 
of concrete to permit you to do this 
maintenance. I feel a dealer ought 
to have a gross of at least $5 per 
yard over the landed cost of ce- 
ment, sand and gravel in order to 
operate properly.” 


Money talk. Hatfield cautioned 
that a dealer must have sufficient 
capital available before he starts 
a ready-mix operation. Sales may 
start slowly. 

“After the first year’s operations 
a dealer ought to begin making 
money,” he said. “After the second 
year he should make one-third 
more. 


“It’s a good idea to learn about 
the financial details of each job on 
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which you sell ready-mix,” Hatfield 
cautioned. “I always have a frank 
talk with the builder; if he is 
going to be slow in collecting his 
money, I urge him to make arrange- 
ments to meet my bills sooner. 


“This is necessary with ready- 
mix for you may find times when 
a full one-third or more of your 
annual business is in receivables,” 
he said. “You have your cement 
bills and aggregate bills which 
must be met in 30 days; the con- 
tractor who owes you $4,000 or so 
for concrete and holds off payment 
for 90 days can put a strain on 
you, otherwise. 

“It is necessary to have a mini- 
mum charge and a minimum mix 
amount. In our area we charge $16 
per yard, but one-half yard costs 
$9 delivered inside the city limits. 
We charge 50¢ per mile, one way, 
for hauls beyond the city limits. 
When the truck has arrived at the 
job, the first 30 minutes of stand- 
ing time are free; after that we 
charge 5¢ per minute. This insures 
cooperation on the job to get the 
truck unloaded and on its way back 
to the pjant. 


in top shape. 








“Of course, we are reasonable 
on these charges. If a delay on the 
job is nobody’s fault, we waive the 
charge and if a 45-yard customer 
needs another half-yard to com- 
plete the job, we bill it at the basic 
rate.” 

Hatfield said that there should 
be no hidden charges in the price 
schedule; his delivery and waiting 
charges are always shown sepa- 
rately on the invoice. 


Technical aid. Retail lumber 
dealers can look to their cement 
supplier for much technical help. 

“Our cement supplier took sam- 
ples of our gravel and sand and 
made up batch proportion formulas 
for us to follow in producing con- 
crete of various compression 
strengths,” explained Hatfield. He 
has these formulas posted beside 
the batcher controls. 


Related items. Hatfield pointed 
out ways in which he has increased 
billings on jobs using his ready- 
mix concrete. These include a ren- 
tal too] department as well as prod- 
ucts naturally associated with 
concrete. 


WELL-EQUIPPED service garage helps Hatfield keep equipment 
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Sell the line of 


Lut Kenilanel 
R-W TRACK and 


HANGERS 
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BATCHING PLANT at Paddock Lumber 
Co. was answer to competitor's entry into 
lumber business .. . 


Here's Way to 
Meet 
Competition 


FEATURES 


@ Bird proof @ Weather proof 

@ Self-cleaning 

@ 4-wheel, center-hung 
hanger 

@ Exposed locking nut for 
quick, easy adjustment 


@ Rugged, heavy-duty 
construction 


@ Track and housing 
complete in one unit 


R-W 36 Track and 423 Hangers, shown 
above, are favored by farmers everywhere 
for installation on the doors of their Barns, 
Cribs and Tool Sheds. R-W offers you a com- 
plete line of top-quality, time-tested tracks 
and hangers that sell on reputation...a line 
you can sell with the assurance of knowing 
your customer will be satisfied. R-W Track 
and Hangers will provide years of depend- 
able, trouble-free service for your customers 
and, best of all, greater sales volume and 
added profits for you. 








When a local ready-mix concrete 
plant decided to sell building ma- 
terials and enter into active compe- 
tition, John Seiler, O. H. Paddock 
Lumber Co., Pana, IIl. (pop. 7,000), 
was faced with a problem. 

What was the best way to meet 
and beat this new competition? 

Seiler’s answer after carefully 
analyzing the situation was to beat 
the competition at its own game. 
He found that it is easier for an 
aggressive retail lumber dealer to 
get into the ready-mix concrete 
business than it is for the exclusive 
ready-mix dealer to expand into 
general building materials and lum- 
ber. 

Accordingly, in August, 1955, 


STUDDING SOCKETS A FULL LINE OF HARDWARE 


R-W offer a complete assortment of all types of 
hardware, including swing door hinges, flush pulls, 
bow handles, stay rollers, floor guides, bumpers, 
latches, hasps and door bolts, 


Eliminate cost of sill... protects studding from 
rot and deterioration. Securely anchors studding 
and corner posts to concrete floor or foundations. 
Available in 2x4, 2x6, 2x8, 3x8 and 4x8 sizes, 





From track, hangers and hard- 


ware to the best line of electric 
door operators you can rely on 
R-W products to provide com- 
plete satisfaction. Sell the 
quality line...enjoy added 
profits. Write today -for your 
copy of Catalog A-91-LP. 
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Richards-Wilcox 


MANUFACTURING COMPANY 


"A HANGER FOR ANY DOOR THAT SLIDES 


RICHARDS -WILCOX ! 
INDUSTRIAL 4 FIRE DOORS 


226 W. THIRD STREET, AURORA, ILL. Branches in Principal Cities 


Circle No. 13 on Coupon, page 70. 


Seiler’s plant went into operation. 
Indication of the correctness of his 
judgment is that in the first year 
of operation, the firm sold more 
than 4,500 cubic yards of concrete 
with its two mixer trucks. 
Invested in plant. The firm’s 
initial investment for the ready- 
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mix concrete plant was $26,000, 
plus land cost and construction la- 
bor. This bought two aggregate 
bins, a cement silo and a batcher. 
This plant is served by two 314- 
yard mixer trucks. 

One man unloads cars of cement, 
keeps the stock piles filled and 
batches out the trucks. 

In addition to a complete stock 
of building materials already han- 
dled by the company, Seiler now 
carries a complete set of prefabri- 
cated foundation forms which he 
rents out to contractors and home 
builders. 

“Ready-mix now makes it possi- 
ble to estimate and sell house jobs 
from the basement up,” Seiler says. 
“In addition, we find our former 
trade area has been enlarged be- 
cause of the availability of ready- 
mix; people come with orders from 
farther away then they used to.” 

The addition of ready-mix to the 
O. H. Paddock Lumber Co. services 
did not result in the addition of a 
single man; the new department is 
handled by the same employes who 
formerly worked only in the lum- 
beryard. 





a a) 
JOHN SEILER, JR., O. H. Paddock Lumbe 
Co., Pana, Ill., scales a customer's house 
plans as he calculates the concrete and 
lumber requirement. 
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TRANSIT-MIX 


* 


with separate 





cement scale 





Interested in a low- 
cost entry into the com- 
mercial ready-mix field? 
Or, if you're planning to 
modernize or expand ex- 
sisting facilities, it will 
pay you to look into the 
low price and high qual- 
ity of this new Johnson 
Econoplant. All-welded 
55-cubic yard bin has 3 
aggregate compartments 
(total 45 cu. yds.) and a 70-barrel 
cement compartment complete with 
low-pressure aeration system. 180- 
bbl.-per-hour cement bucket ele- 
vator has 3 h.p. gearmotor with 
roller-chain drive, and boot hop- 
per for bulk or bag cement. 


Meets rigid specifications 

One of the big plus values of this 
Econoplant is separate weighing 
of cement to comply with exacting 
requirements for specification con- 
crete. Included in the low price 
is Johnson’s 3 cubic yard Concentric 
aggregate-cement batcher, manu- 
ally-operated. It weighs the cement 
on an independent scale, separate 
from aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates. This mini- 
mizes dusting, and pre-mixes all 
materials. 


Econoplant is ideal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 304 feet. Where desired, it 


(Koehring Subsidiary) 


CONCRETE PLANTS «+ BINS »* 


BATCHERS 


Econoplant is ready to start producing in 
minimum time upon arrival. All-welded bin, 
self-contained batcher unit, easy field as- 
sembly of other structures simplify instal- 
lation. Maximum erection lift, about 5 tons. 



























can be equipped with belt conveyor, 
open-inclined or vertical-enclosed 
bucket elevator for aggregates, at 
additional cost — also auxiliary 
storage silo, and undertrack screw 
conveyor system for cement. 


Other optional accessories: bin sig- 
nals, water batcher, water meter 
— and weather-proof electric con- 
trol panel for all plant motors (a 
package unit, requiring only simple 
field wiring). Want more facts? 
See your Johnson distributor right 
away — or mail coupon today. 


c.s. JOHNSON comPpaNy 
CHAMPAIGN, ILL. 


Send us literature on new Econoplont 





NAME_ ee 
ok sniasneiieipnaaiamie 
COMPANY 
STREET 
CITY, STATE. _ 
AlOBWAL 
ELEVATORS + SILOS + BUCKETS 





Circle No. 14 on Coupon, page 70. 43 








PERSONALIZED 
SERVICE 


Vince 1905 
The Epperson men visit your 
premises, study your insurance 
needs and develop a custom- 
made insurance program that 


fits your requirements and 
budget. 


U. S. EPPERSON 
UNDERWRITING 
COMPANY, MGR. 
E. M. Lynn, President 
HOME OFFICE 
1000 R. A. Long Bidg. 
Kansas City 6, Missouri 
BRANCH OFFICES 


509 Terminal Sales Bidg. 
Portland, Oregon 


1554 Yonge Street 
Toronto 7, Canada 














Circle No. 51 on Coupon, page 70. 
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ON THE MOVE at Eckington Building Supply is welded wire fabric. Company sold 750 
tons of the material last year, including sales through lumber yards and small building 


material dealers. 


Wire Fabric Sales Increase 


For Slabs, Driveways, Patios 


The demand for quality construc- 
tion has opened a new profit poten- 
tial for dealers of cement and ready- 
mix concrete—welded wire rein- 
forcement. 

Eckington Building Supply Co., 
Washington, D. C., as a prime ex- 
ample, had cement shipments in 
1954 of 24,000 barrels while fabric 
stood at 800 rolls. In 1956, cement 
sales rose to 28,000 barrels, about 
17%, while reinforcing fabric 
jumped to 2,400 rolls for a healthy 
3314% boost. 

W. C. (Warren) Gruber, presi- 
dent of Eckington, said that one 
reason for the increase is that many 
of his customers now fabric-rein- 
force foundation slabs and basement 
floors. Just this spring he complet- 
ed one of his larger shipments, 600 
rolls of fabric for 150 slab-on- 
ground homes in Fairfield, Va. 


Driveways are another market 
for the fabric line. Eckington’s 
recently supplied 400 rolls for rein- 
forcement of all driveways in a 500- 
home development at Randolph 
Hills, Md. 


Small dealer market. The poten- 
tial in wire reinforcement fabric is 
not confined to volume installations, 
says Gruber. His firm sells to 
smaller lumber and building mate- 
rial dealers in quantities of 25 or 


50 rolls (or less) and this business 
has increased during the past year. 
The small contractor, buying from 
the average small dealer, is a prime 
prospect. 

Gruber feels that a reel or spindle 
display fixture could be designed to 
serve the do-it-yourself market in 
lumber and building material stores. 


Uses and types. Eckington han- 
dies a variety of fabric styles to 
suit the varied needs of its cus- 
tomers. In the home construction 
field there is a steady call for 6x6- 
6/6, 6x6-8/8 and 6x6-10/10 with the 
latter being the big winner in sales 
and demand. 

Eckington stocks the heavier 6x6- 
4/6 style for paving contractors who 
need a 50-pound (per 100 sq. ft.) 
mat for concrete base paving. 


National promotion campaign. 
The people at the Wire Reinforce- 
ment Institute Inc., citing Ecking- 
ton’s sales, are quick to point out 
that the increase in fabric use is a 
national trend. The association and 
its manufacturer members have 
been engaged in a promotional cam- 
paign aimed at both consumer and 
contractor. Key words for tie-in 
sales with cement or ready-mix— 
used in the Institute’s promotion— 
is the simple question: “Is it rein- 
forced ?” 
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Mack B-80.... 712 to 8% yards 
(larger capacity through special provisions) 


Mack B-40 and B-60.. . 444 to 6% yards 


big-yardage earning power... 


One driver . . . one big-yardage 
Mack ... and you’ve got twice the 
earning power of a small-yardage 
mixer. Not only do Macks haul 
bigger batches, but they keep on 
hauling them month after month 
at top operating economy with only 
routine maintenance and service. 


When the competitive trend is 
to big-yardage mixers, can you 
afford not to operate the kind of 


for greater profits 


414- to 10-yard haulers that Mack, 
with its unmatched experience in 
heavy-duty trucks, builds so well. 
From big-capacity, versatile B-40’s 
to super-capacity B-80’s, there’s a 
big-yardage Mack that will haul 
your ready-mix more efficiently 
and more economically. 


Let on-the-job performance be 
the proof! See your Mack repre- 
sentative for the names of Mack 


users in your area. Mack Trucks, 
Inc., Plainfield, New Jersey. In 
Canada: Mack Trucks of Canada, 
Ltd. 


MACK 


first name for 


TRUCKS ., 
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Photo courtesy Heltzel Steel Form & Iron Co. 
W. A. DUNN, left, found that he gained business and cut 


overhead by installing a ready-mix concrete plant. 
When dealer-builder replaced hand mixing 
with ready-mix concrete, he received .. . 


Twice the Volume At Half the Cost 


Two important advantages were gained by Dunn 
Building & Supply Co., Greenville, N. C. (pop. 
16,724) when a modern integrated ready-mix plant 
was installed: 

(1) Operating costs were cut. 

(2) Management found they now had an im- 
portant means of expanding total sales. 

The company operates a diversified business. 
It sells approximately two million feet of lumber 
annually. In addition, it is one of the largest con- 
tractors in the area. 

“The bulk of our contracting is in the small 
home market,” said W. A. Dun~, vice-president. 
“Greenville is expanding rapidly under the im- 
petus of new industries and a population growth. 
We have found a lot of home building to do.” 

Old methods used. Before the installation of the 
ready-mix plant, Dunn’s concrete work was limited 
to Dunn houses under construction. Concrete pro- 
duction was done on the job. Now the picture is 
different. 

“Where formerly we employed 10 men to mix 
and place 15 cubic yards of concrete in a normal 
working day, we employ only five today,” Dunn 
said. “These five produce 30 cubic yards per day. 
This gave us a supply of concrete to sell in addi- 
tion to the needs of our own building jobs. 

“Our own work was speeded and our bidding 
position improved. Now we can bid to a tighter 
figure and can bid on larger jobs. The result of 
all this is that our sales volume was increased by 
at least 10%.” 

Aware of costs. “When we were planning to 
mechanize our concrete work, we were more aware 


of our hand-labor costs than of the potential of the 
new method,” Dunn said. “We knew rush jobs 
often forced us into buying concrete from com- 
petitors. Without adequate storage space, we were 
forced to mix in small batches. This often tied up 
our crews. Possible jobs went by the board. 
“Now, where formerly we had the problem of 
keeping our concrete crew busy, we now operate 
three mixing trucks five days a week. Our present 
crew consists of one man on each truck, one man 
at the mixing plant and one man laying concrete.” 


How they expanded. Dunn explained that having 
the ready-mix plant has enabled his firm to get 
concrete work 60 miles away. The firm now has 
customers in six surrounding counties. 

“We supply the plant with sand and gravel, 
using a crane,” Dunn said. “When this is released 
from the storage bins by gravity, it is received 
by one of our trucks. Water is added from a reser- 
voir in the truck. The batch is mixed as the truck 
travels to the job.” 


Waste reduced. “There has been a substantial 
reduction in waste over the old method,” Dunn 
added. “A half-opened bag of cement was apt to 
be spilled or to harden under weather exposure. 
We now have enough materials in overhead bins 
to make 60 cubic yards of concrete without re- 
stocking them. They are safe from weather haz- 
ards and are accessible under rush conditions. 

“We have storage space in the bins extending 
60 feet up into the air, using storage space here 
which formerly was completely valueless to us. 
Also we have a loading method faster than any 
other we have used,” he said. 
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New Profit Opportunities * Low Capital Investment 


Ready mix is here to stay. Business forecasts call for a continuous green light in ready-mix 
volume for years to come. 


If the nearest ready-mix plant in your area is miles away, and you supply cement, then you 
are the logical source to render service to your present contractors and to new customers 
in this booming business. 


Plenty of profits are waiting for those who expand their operations to include ready mix as a 
much-needed service in their trade area. 


You don’t need a huge investment. And you don’t have to be an expert in concrete. 


required: Small plant plus small truck mixer. 

You can get a good start in ready mix with a minimum-sized plant. Then, with the 
popular low cost SMITH “314” Mixer on a single axle or small tandem truck 
you’re in business. 

The “34” is Smith’s “work pony.” With a 3'4-cubic-yard mixer, it is 
guaranteed to mix 4 full cubic yards. Low overall height 

makes it perfect for small plants — both portable and semi-portable. 

When you get ready for ready-mix profits, be sure to specify the 

SMITH “314” — for one of your present trucks or for a new small one. 


rat 4 


THE T. L. SMITH COMPANY 


2844 NORTH 32ND STREET 7 MILWAUKEE |, WISCONSIN ve LUFKIN, TEXAS 
Affiliated with Essick Manufacturing Company, Los Angeles, California 





GUIDE TO READY-MIX—CONT’D 


Mien ang? 


RUBBER APRON which can be lowered over end of 
mixer truck as a dust-catcher, here being installed, 
helps assure public acceptance for dealer. 


DECORATIVE FENCE and landscaping are used at Keller-Heartt Lumber 


Co. ready-mix plant, Clarendon Hills, Ill., as a public relations move. 


Solving Ready-Mix Public Relations 


Recently the National Ready 
Mixed Concrete Assn. queried mem- 
bers to learn the public’s complaints 
about their ready-mix operation and 
corrective action taken. 

Out of 668 member-companies, 
22% were not subject to local zon- 
ing. About 72% of these plants 
were operating under a conforming 
use classification, indicating they 
had been able to persuade local 
officials their plants are useful ad- 
ditions to the business community. 


had been involved in zoning hear- 
ings. Opposition at these hearings 
was of the following types: dust and 
dirt, 59% ; truck traffic, 56%; oper- 
ation in residential areas, 40%; 
noise, 35% ; appearance of the plant, 
9%. 

Some 14% of the plants were re- 
stricted by zoning rules, or expect- 
ed to be soon. The most frequent 
restriction involved the use of 
streets. Restriction on the hours of 
plant operation was mentioned by 
about half of those operating under 


Public relations opportunity. 
Dust and dirt was responsible for 
25% of all complaints. To correct 
this No. 1 problem, 22% enclosed 
their plants, 18% made technical 
improvements in the handling of 
cement and 42% treated dusty areas 
of the yard by paving, oiling or 
wetting. Dust collectors were in- 
stalled by 6%. 

The No. 2 complaint was truck 
noise. Remedies included better 
truck maintenance, driver education 


Zoning. Some 16% of the firms restriction. 


and re-routing. 





JOIST HANGER 


TIMBER RING 
cE. 


RIBBED STEEL ~ 
UZ CROSS BRIDGING 


1. 
® B  youcan 


DEPEND ON 
CLEVELAND 

BUILDING |= 
SPECIALTIES 


; 
REA WALL 
ROOF — 
VENTILATOR 


FOUNDATION 
VENTILATOR 


FRAMING ANCHOR PEAK VENTILATOR 


MORE THAN 40 TOP-QUALITY BUILDING PRODUCTS 
WRITE FOR CATALOG—or see it in SWEET’S 


CLEVELAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 


3771 EAST 91st STREET © CLEVELAND 5, OHIO 
Circle No. 15 on Coupon, page 70. 
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- ! SHUTTERS | 
Gemani than ever *. AND DOORS 


demand than ever 
before! Capitalize on 
with the 


famous Grand Rapids e 
quality construction with e 
de’cor louvered shutters . 
and doors. With de’cor of ° 
Grand Rapids, Inc. you expect ° 
quality and you get it, plus rm ° 
specialized consultation service ‘ and service 
on all of your problems of 
measurement and installation. 


WRITE for new illustrated 
booklet with complete sales ° 
information and profitable 
discounts. Please use firm . 





styling 


*, that's easy 


to sell! 








letterhead. » 


decor OF GRAND RAPIDS, INC. ° 
1613 EASTERN AVENUE S. E., GRAND RAPIDS, MICHIGAN 
Associate Member Grand Rapids Furniture Makers Guild 
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ba ae Soaps 


yeas 


especially when it’s reinforced with Clinton 
Welded Wire Fabric. Yes, this product is ideal for WHEN THEY ASK... 


use in reinforcing concrete in basements, patios, 4 
garage floors and driveways, and in all types we f ¢ 
of light construction. Clinton Welded Wire Fabric Md a 

ee 


meets or exceeds A.S.T.M. specifications, and 

it’s available in a variety of wire sizes and spacings SAY YES...WITH 
to meet every structural requirement. For complete 

information, contact our nearest sales office. 


THE COLORADO FUEL AND IRON CORPORATION: Albuquerque + Amarillo + Billings + Boise» Butte» Casper+ Denver + El Paso+ Ft. Worth Houston + Kansas City + Lincoln (Neb.) 
Oklahoma City + Phoenix + Pueblo - Salt Lake City - Wichita - PACIFIC COAST DIVISION: Los Angeles - Oakland + Portland + San Francisco + Seattle » Spokane 


WICKWIRE SPENCER STEEL DIVISION: Atlanta + Boston + Buffalo Chicago + Detroit» New Orleans + New York + Philadelphia» CF&l OFFICES IN CANADA: Montreal « Toronto 
CANADIAN REPRESENTATIVES AT: Calgary +» Edmonton + Vancouver + Winnipeg 4aiy 














ENTRANCE FROM THE REAR off parking 
area. Store is 100% air-conditioned. 
Series of rhomboid-shaped umbrella 
trusses joined together give roof harlequin 
effect. Roof has 15-foot overhang and is 
covered with marble chips to reflect heat. 


MASS MERCHANDISING 
FOR DO-IT-YOURSELF 


A super-super rises in Maryland. Warehouse area for 
heavy building materials, store area for pickup of 
lumber shorts and hardware — both aimed to save 
customer's time and management’s overhead in 


Hechinger’s new store. 


Heavy building materials and pickup merchandise 
are separated by a 100-foot driveway in two huge 
selling areas in Hechinger’s sixth and latest retail 
outlet in the Washington, D. C. area (Rockville, Md.). 

1. Main store (21,000 square feet) displays lum- 
ber shorts in a 40x40 area; hardware, hand and 
power tools, plumbing fixtures and accessories; un- 
painted furniture, fireplace accessories, sporting 
goods, seasonal and general pickup merchandise. Two 
model kitchens are shown in this area, which is 
largely self-service with three checkout counters. 

Heavy building materials to be stored in the ware- 
house now being erected are displayed on wall sample 
boards near the lumber counter at the rear of the 
store. Tickets for both store and warehouse merchan- 
dise are written BEFORE customer leaves store for 
warehouse. 

2. Warehouse area (16,000 square feet) is where 
most lumber and heavy building materials are stored. 
Customer takes his fully-receipted bill to “greeter” 
in warehouse area. Customer drives his car into the 
warehouse aisle designated by “greeter” and “run- 
ner” selects materials from inventory and loads cus- 
tomer’s car. Plans are for six 25-foot wide aisles, 
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each manned by one “runner.” This allows space for 
cars to park while others pass in this area. Store 
and warehouse are separated by 100-foot driveway. 

The new store has solid masonry walls on all four 
sides with entry in the rear off the 350-car paved park- 
ing area. There is no front door. The entire area 
fronting on the highway is being planted with Zoysia 
grass. Shrubbery and flowers are hobbies of presi- 
dent Sidney Hechinger and the store’s attached 
greenhouse is a highlight of the garden shop area. 

Floating roof effect is one unique characteristic 
of the design by Robert S. McMillan, an associate of 
the famous architect, Walter Gropius. Since there 
are no show windows, the continuous wall area 10 
feet high permits additional space to display mer- 
chandise. The floating roof effect is further empha- 
sized by several feet of transparent glass above the 
surrounding wall. 


Another innovation: no stockroom; receiving and 
price-marking is done in an area beneath the mez- 
zanine. A wholesale warehouse erected by Richard 
England Associates to serve this and other yards 
in the county will be built on the 5% acre site, which 
is serviced by rail. 

The store is near an 18-store shopping center. 
Hechinger’s Memorial Day week-end opening drew 
what police described as “the largest crowd in Mont- 
gomery County since the Battle of Gettysburg.” Be- 
sides TV time and several pages of newspaper space, 
80,000 multi-page folders illustrating, describing and 
pricing dozens of products were given widespread 
distribution. 
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LUMBER COUNTER is store location where customers see CUSTOMER TAKES TICKET to "greeter" in the yard. He directs 
samples of heavy materials stored in the warehouse area. Cus- her to drive her car down specified warehouse aisle where mer- 
tomers make their purchases from these sample boards and ticket chandise will be loaded by "runner." 

is written in the store for both store and warehouse merchandise. 


MERCHANDISE ALLOCATIONS 


(Broken lines in sketch at right indicate general product 


jroupings, not room divisions.) 


A—Short lumber stocks in store ing material display panel on ad- 
with section "I." (Longer lengths jacent wall. 
are purchased through sales coun- 1—Lumber shorts. 
ter, picked up in warehouse area). Seulinselt tiedades 
B—Electrical. K—Toys, seasonal, household. 
C—Model kitchen. L—Model rooms. 
D—Seasonal products. M—Paint. 
E—Plumbing. N—Garden. 
F—Bargain area. O—Tools. 
G—Unpainted furniture. P—Sporting goods. 
H—Lumber counter, with build- Q—Greenhouse. 


LUMBER SHORTS are in this area, approximately 40'x40'. There are some 68 gondolas and plat- 
forms in the 21,000 square-foot building. Gondolas will be marked numerically for easy identi- 
fication and store maps will help customers orient themselves. 
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You Save B Ways 
By building your own 
TECO 


TRUSSED RAFTERS 


Using Teco Design Data 
and Wedge-Fit-Split Rings 





—Only a minimum of equipment is 
needed. 

—Fabrication is simple with Teco 
Fabricating Bench Design. 

—Bore and groove in one operation. 


2 SHIPMENT 


—Ship Teco trusses folded — save 
35% shipping space per truss. 

—Ship knocked down — save 80% 
shipping space per truss. 


ASSEMBLY 


—Assembly is fool-proof — no jig is 
needed. 

—Teco Wedge-Fit split rings auto- 
matically align truss members. 


—Truss assembles only one way — 
the right way. 


Send for Free Teco Fabricating Bench 
Design and step-by-step: data on 
“How to Build Teco Trussed Rafters’. 


TIMBER ENGINEERING CO. 
1319 18th Street, N.W. 
Washington 6, D. C. 


AL-574 


1 am considering trusses for 
homes. 

Please send me Free copy of Teco 
Fabricating Bench Design and ‘How to 
Build Wood Frame Teco Trussed Rafters'’. 
Pe aiinninsncchascnis 
Firm...... 


Street.......... 


City, Zone, State... 








Circle No. 52 on Coupon, page 70. 


52 


: oor» 


eSe 
* 


MECHANICAL HANDLING — STORAGE 


: 


Fs 


4,000-POUND FORK TRUCK removes pallet-load of shingles from top tier 
of Hope's asphalt shingle storage rack. Note floored top of rack, used for 
insulation storage. Each bay holds a single color of shingles, making inven- 
tory easy and eliminating chance of mixing colors in orders. 


Simple Pallet Rack 
For Asphalt Shingles 


—Cuts handling cost in half 
—Fast order filling 

—No mixed-color errors 
—Better inventory control 
—More efficient space use 


“Mechanical handling of pallet- 
ized asphalt shingles in our new 
warehouse has cut our handling cost 
by more than half,” says L. L. Lan- 
tow, assistant manager, Hope Lum- 
ber & Supply Co., Tulsa, Okla. 

Lantow pointed to the special 
pallet rack in the warehouse which 
has made this possible. 

The rack is 80’ long. It is divided 
into 17 sections or bays. Each sec- 
tion is 15’ high, enough to accom- 
modate three tiers of loaded asphalt 
shingle pallets. The rack is 10’ 
deep so three pallets can be placed 
at each of the three levels. Each 
pallet is loaded with eight squares 
of 215-pound asphalt shingles. The 
top of the entire rack has _ been 
floored with boards so insulation 
may be piled there, out of the way, 
yet handy to reach with the fork 
truck. 

Bays are made of 4x4 vertical 
members to which 2x4 stringers 
have been bolted. Pallets rest on 
these stringers. The 4x4’s are far 


enough apart so the fork truck can 
be driven between them to place 
pallets at the rear of the rack as 
easily as at the front. 


Each storage bay holds a single 
color of shingle. This has eliminat- 
ed mixing colors on filling orders 
as well as speeding order filling. 
Inventory of any color or pattern is 
instantly visible to the warehouse- 
man. 

“With lift handling and this 
asphalt shingle storage rack, we are 
able to use our warehouse space up 
to the roof if need be,’ Lantow 
said. 

The firm’s fork truck is a 4,000- 
pound capacity unit, selected be- 
cause of its versatility. It is used in 
the warehouse and in the yard han- 
dling lumber packages. It is small 
enough to enter box cars for fast 
unloading, yet heavy enough for 
most handling jobs around the yard, 
and the investment in the machine 
is not great. 
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CABINET HARDWARE, FORGED IRON HARDWARE, BUILDERS 
HARDWARE, SCREWS AND BOLTS, MISCELLANEOUS 
SHELF HARDWARE PRODUCTS 


all are “‘Select-a-Pak’d” to meet your every customer demand 


Now your hardware department can include the fastest-moving items in 
smartly-styled Cabinet Hardware, Authentic Forged Iron Hardware, top- 
quality Shelf and Builders Hardware . . . ‘‘Select-a-Pak'd’’ to provide 
convenient customer inspection of merchandise. Order yours NOW ... 
all from 1 source . . . all from your National Lock supplier. In addition 
to a well-rounded inventory selection and simplified purchasing, Select-a-Pak 
offers many time-saving, space-saving dealer benefits, too! Write 
for illustrated Catalog-Price List No. 256 describing the program. 





CABINET NATIONAL BUILDERS SASH CABINET FURNITURE SCREWS 
HAROWARE LOCKSETS HARDWARE HARDWARE LOCKS CASTERS ANDO BOLTS 
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DEPT. CHAIN & 
MAIL ORDER MAIL ORDER 
Fred C. Hecht, L. C. Naylor, V.P. 

General Retail Mar., WARD'S 

SEARS 


DEPT. CHAIN & 


Geo. Clements, Pres. Milton D. Faber. Pres. 
JEWEL TEA 


FOOD DRUG 


STINEWAY DRUG 


HOME FURNISHING 


Sol Polk, President 
POLK BROS. 


AUTO CLOTHING 
James Moran, Pres. Harold Hoffman, 
COURTESY MOTORS Chicago District Mar. 
RICHMAN 


BROTHERS 


Sitting at the Feet of Nation’s Top Merchants 
— What They Said 


If a man wanted to learn how to sell 
to the consumer market, he could do 
no better than to sit at the feet of 
the master merchants pictured above. 

At this time when growing num- 
bers of lumber dealers are changing 
from “suppliers” to consumer mer- 
chants and when lumber dealers are 
striving to become the building indus- 


try’s No. 1 merchandisers, there is 
much to learn from these masters of 
mass merchandising. Each one spoke 
at the 1957 Chicago Tribune Forum 
on Distribution and Advertising. 

The following excerpts from their 
talks should help every dealer who 
wants to improve his selling at the 
consumer level. 





Help the customer make a de- 
cision. Practically all the experts 
said that this is the primary role of 
the modern retailer. This means (1) 
variety of merchandise so that cus- 
tomer has a choice; (2) personal 
suggestions from competent sales- 
people, guiding the customer to the 
product or products most suited for 
his use and pocketbook; and (3) 
efficient store layout in self-service 
establishments, aided by many ex- 
planatory signs referring to mer- 
chandise. 


Customer convenience. This in- 
cludes hours of business, which are 
convenient for family shopping, 
either evening store hours or eve- 
ning calls at homes by outside sales- 
men. Customer convenience also in- 
cludes such store items as accessible 
locations, adequate parking; priced 
merchandise. 


Contract selling for kitchens. 
Appliance merchant Sol Polk main- 
tained that appliance selling as it 
is known today will pass out of the 
picture, being replaced by kitchen 
business which will include built-in 
appliances. The big Polk organiza- 
tion, which alreadys sells 17% of all 
refrigerators in Chicago area, has 
plans underway to expand its con- 
tract kitchen department. 


Serving the customer rather 
than the owner. President Clem- 
ents of Jewel Tea Co. said that 
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Jewel’s retail supermart business 
did not begin to bring healthy sales 
and profits until the company inter- 
viewed 18,000 women on what they 
want in food stores. The housewives 
told Jewel Tea that they wanted 
well-lighted clean stores, more cour- 
tesy, more care of _ perishables. 
Their answers also implied a need 
for more aid in product selection 
and use. Jewel designed supermarts 
and developed high-calibre salespeo- 
ple as well as keyed all advertising 
to these points. The formula has 
paid tremendous dividends. 

“Everything we do is to make our 
housewife customer a smart buyer, 
and win praise for her at home for 
good cooking,” said Clements. This 
concept is radically different from 
the old idea of placing the company 
first and that a store is only a place 
to display merchandise. 

Jewel Tea conducts research in 
the home. For example, a study was 
made on where the foods are placed 
and how soon. This resulted in the 
perishables being packaged in such 
a way so that the buyer can quickly 
store them in the refrigerator. 

On knowing your customer, Hoff- 
man of Richman Clothes explained 
that the office worker dresses up for 
work, undresses when he comes 
home; the blue-collar worker un- 
dresses when he goes to work, 
dresses up when he comes home. 
That is why $35 slacks are common 
among industrial workers but sel- 


dom seen in a white-collar worker’s 
wardrobe. A merchant located in an 
industrial neighborhood must know 
such characteristics to serve cus- 
tomers best. 


Cost reduction in retailing. 
Naylor of Montgomery Ward said 
that control of supply by the re- 
tailer is increasingly difficult. With 
the dynamic production facilities of 
today, there is almost always an 
over-supply, especially of metal 
products. Under these conditions, 
there will be more competitors, 
more intense competition in retail- 
ing as time goes on. It is impera- 
tive, therefore, to make cost reduc- 
tions in retailing now. 

Polk invited all manufacturers of 
electronic equipment to solicit his 
business ... he feels that these 
manufacturers, who have so effi- 
ciently automated the industrial 
office and plant, have neglected re- 
tailing, where efficient methods are 
needed. 

President Faber of Stineway 
Drug added that in the drug field 
most items are fair-traded and the 
retailer cannot increase prices to 
offset his continual spiral of costs. 
He indicated that if adjustments 
for more dealer profit are not made 
soon there will be a strong return 
to private brands by drug retailers. 

Most of the retail executives 
agreed that profits in recent years 
have only been achieved through 
added volume; that profit margin 
percentages are dangerously low; 
that non-selling costs must be re- 
duced. 


Well-paid employes. Two of the 
experts on the panel emphasized 
that satisfied, well-paid employes 
will earn more for you. President 
Clements of Jewel Tea said that 
hourly pay rates in his company 
have increased 75% ... but, in turn, 

(continued on page 56) 
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Tnere’s Bio’ Money in Floor Tile 
- helps you get it! 


and Gold Si 


Gold Seal TILE 











Gold Seal ‘Roto-Tiler” 


takes less than a 2-foot circle of 
floor space to display 40 differ- 
ent patterns .. . holds 160 indi- 
vidual tiles. It's just one of five 
displays developed by Gold Seal 
to make your tile-selling easy! 
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Look... 


Average sales over $25! 
No nickle and dime nuisance with Gold Seal Tile! 
Even a small room often needs up to $50 worth 
of tile flooring. And Gold Seal has the complete line— 
a tile for every purse and purpose —all at a 
whopping mark-up! 


Home owners are buying more tile than ever! 


More people are remodeling and more people are 
buying tile every month, /2 months a year. Tile is a 
big year-round business that grows bigger every day. 
So why not cash in on it with Gold Seal? 


Complete tile line—fast turnover 
Gold Seal offers a complete tile line —inlaid linoleum, 
plastics, vinyl asbestos, asphalt, cork and rubber. 
And from your nearby Gold Seal Distributor, you 
get overnight service for special or fill-in 
orders. Now you can keep turnover (and profits) 
high . . . all on a rock-bottom investment. 


Small-space displays make selling easy! 
Tested Gold Seal displays like the ““Roto-Tiler” 
(shown here) simplifies the selling of nationally- 
advertised Gold Seal tile. Gold Seal offers a variety of 
smart, compact displays tailored to fit your store 
exactly . . . all modern, se/f-service money-makers! 


Tile helps sell other items, too! 
Tools, adhesives, plywood, lining felt. All these 
are natural tie-ins to tile sales. Follow-up sales of 
cleaners, waxes and floor polisher rentals make 
even more money for you. 


TILE MEANS BUSINESS...WHEN YOU HANDLE FAMOUS GOLD SEAL TILE! 
Call your Gold Seal distributor today! 


IS AHEAD 


fold Seall 


~” FLOORS AND WALLS 


FOR HOME, BUSINESS INSTITUTIONS: 
BY THE YARD AND TILES—Iniaid Linoleum + Nairon® Plastics 
Vinylbest* Tile + Cork Tile + Rubber Tile + Asphait Tile 
PRINTED FLOOR AND WALL COVERINGS—Congoleum® and Congowall® 
RUGS AND BROADLOOM—LoomWeve® *Trademark 
Satisfaction guaranteed or your money back 
© 1957 CONGOLEUM-NAIRN INC., KEARNY, N. J. 
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the sales efficiency and courtesy ex- 
tended by Jewel employes are a 
prime reason for the company’s 
growth. He added: 

“There has been much talk about 
people not wanting to work today. 
I do not go along with that. I be- 
lieve people want to work, if only 
they can have a sense of participa- 
tion.” 

Polk said that he had more sales- 
men earning over $10,000 a year 
than those earning less than $10,- 
000 


Telephone selling. Hecht of 
Sears, Roebuck predicted that sell- 
ing by telephone will increase 
among retailers. Retailers in turn 
will have to equip themselves to 
handle more incoming telephone 
business. 

As for direct mail, Hecht felt that 
the future will see a gradual merg- 
ing of direct mail and store selling. 


Role of advertising. Jim Moran, 
who is probably the largest adver- 
tiser among Chicago auto dealers, 
said that not one car is sold by ads. 
Advertisements bring people in, he 
said, but cars must be SOLD at the 
store. Moran said that it costs his 


company $3 to get each prospect to 
the car showroom. 


Sales training. Courtesy Motor 
Sales holds two sales meetings 
EACH DAY. “Walk-outs’”—custom- 
ers who leave without buying— 
must be accounted for at these meet- 
ings. A written report is submitted 
on every prospect. Managers report 
personally to the president on sales 
made or not made. There is one sales 
supervisor to four salesmen. “You 
have got to re-sell, re-sell, re-sell 
and then re-sell your own sales- 
men,” he said. 

Polk said that you can pick ag- 
gressive retail salesmen from any- 
where .. . his best salesman is an 
ex-draftsman. 


Retailer must create new mar- 
kets. Hecht of Sears, Roebuck em- 
phasized that as manufacturer 
technology creates new products, it 
is the job of the retailer to create 
new markets. Sears holds, he said, 
that consumer preferences are in- 
fluenced more by the retailer than 
the manufacturer. But this means 
that stores can no longer be viewed 
as places which simply fill needs; 
rather, needs must be created by the 
retailer. 

Competition. “As far as com- 
petition is concerned—you haven’t 
seen anything yet,” concluded Polk. 








Dealer Aids 
(Write A. L., 139 N. Clark, Chicago, III.) 


Store Fixture Plans: the working 
blueprints for each of the display 
fixtures in the Profit-Maker Show- 
room are available from American 
Lumberman. 


Financial Advisory Service: free. 
confidential comparison of your 
profit and loss statement with in- 
dustry averages. 


Compensatory Pricing: a practical 
new method for more profitable re- 
tail pricing of building materials 
and services sold to consumers. 
Available in booklet form. 50¢ 


Home Maintenance & Improve- 
ment: a home improvement maga- 
zine, mailed to any consumer list of 
your selection, promoting your yard 
as headquarters for homeowner 
needs. 


ADservice: professional copy and 
layout ideas and illustrations, in mat 
form, for use in the preparation of 
your local advertising. 
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Mac’s rolling in the stuff — since he started 
suggesting “Scotcu” Brand Masking Tape 
with every paint sale! 


Compicte 


KD. Easy 
Assembly & 
Mounting 


Catalog and Prices 
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delivery costs 


I 
Z 


body y 
—_ Ye 


X 


truck 


Unload a Load 
or Half Load at a Time 


The R=B Company 


\ 1921 Guinotte, Kansas City 20, Mo. 
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wie WEST COAST HEMLOCK—one of the variety of 


PONDEROSA PINE 
DOUGLAS FIR 


Now YOU CAN ADD 
A VARIETY OF 


PLYWOOD PRODUCTS 


In Mixed 


With the ever increasing consumer demand for 
decorative plywood panels—it would pay you 
well to stock a suitable quantity of each of the 
types available, to turn inquiring prospects into 
active buyers. 

You can do this with a minimum of outlay! 

Order your plywood in mixed cars direct from 
Weyerhaeuser mills. You get the economy of 
mixed car shipment direct to you. Careful loading 
at the mills will assure a top condition shipment. 

When you order lumber from Inland Mills, 





species—is often called the “Ability Wood” be- 
cause it is so versatile, serving dependably for 
framing and sheathing as well as for flooring, 
siding, molding, and other finish uses. 








RED CEDAR 


KNOTTY PINE 


ar Shipments 


include these veneered varieties: 
KNOTTY PINE GRUVE-PLY ¢ FLUSH KNOTTY PINE 
INLAND KNOTTY CEDAR e PONDEROSA PINE 
Include these FIR PLYWwoops with your orders 
for West Coast lumber products: 
SANDED GRADES e SHEATHING e HANDY PANELS 
SCARFED e UTILITY TOPS AND BASES « MARINE 
For meeting today’s sales demand, for closer 
inventory control, for the most economical price 
. order plywood in mixed cars—mill-to-you 
from Weyerhaeuser. 


WEYERHAEUSER 


4-SQUARE 














WEYERHAEUSER SALES COMPANY ST. PAUL 1, MINNESOTA 
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NEW PRODUCTS 








What's New in 


Ready-Mix Concrete & Related Lines 


Here are some of the latest products offered by manu- 
facturers to tie in with your ready-mix and related hard 


materials lines. 


Jaeger Truck Mixer 

A new truck mixer with front-of- 
engine power take-off that can start, 
stop and reverse the drum while trav- 
eling and is operated by finger-touch 
hydraulic control from inside or out- 
side the cab is announced. This feature 
is made possible by Jaeger’s 3-speed 


hydraulic reversing transmission, 
which provides an automatic, power- 
actuated cycle of operation, says man- 
ufacturer. The Jaeger on a GMC FW- 
556 truck has a center of gravity of 
67”, carries a rated payload of 6 cubic 
yards of concrete (24,300 pounds) with 
legal axle loading. The Jaeger Ma- 
chine Co., Dept. AL, 550 W. Spring, 
Columbus 16, Ohio. 
Circle No. 201 on Coupon, page 70. 


Concrete Treatment 

A new spray-on concrete treatment 
with a chlorinated rubber base that 
protects concrete for less than one cent 
a square foot is announced. Called 
Speed-O-Laq “4014” Concrete 
Coat, it’s equally suitable for both new 
and old concrete. It seals, cures and 


Clear 


hardens concrete, coats it to an aver- 
age depth of % of an inch and dries 
in 30 to 60 minutes, and it can be 
sprayed on immediately after trowel- 
ing, maker says. The surface, when 
treated, has a 95 to 98° water reten- 
tion and becomes impervious to oils, 
greases, salts and mild acids, reducing 
the possibility of spalling. Speed-O- 
Laq Products Co., Dept. AL, 2386 
Wycliff, St. Paul 14, Minn. 
Circle No. 202 on Coupon, page 70. 


Plaster & Mortar Mixer 

A new Plaster & Mortar Mixer to 
meet the demand for a larger batch of 
lightweight plaster is announced. This 
model is a trailer type, with a capacity 
of 12 cubic feet, handling three bags 
of mortar or four bags of lightweight 
plaster. Replacing Muller’s 10 cubic 





NESeAR 
RELEASED B 


Independent Study Now 
Available to Industry 


In an effort to obtain pertinent 
information as to how joint re- 
inforcing actually affects the 
strength of masonry construc- 
tion, Dur-O-waL sponsored a 
program of research carried on 
by the Research Foundation of 
the University of Toledo in 
1956. 

A total of 39 walls, 9’-4” x 4’ 
were built and tested. More 
than two dozen tension tests 
were made on plain and de- 
formed wires; 80 pull-out tests 
were made to determine bond 
characteristics. 


Guide for Comparison 


Three points of importance in 
comparing quality — 
1. Weight of material 

a. Comparison of actual 
weight per 1000 lineal 
feet. 

b. Flexural strength in re- 
lation to weight of 
steel in wall. 

2. Deformation 
a. Report of tests 


Or) DAT: 


1 OUR WAL 


3. Mortar Locks 
a. Report of comparative 
tests 

You are invited to send for your 
copy of the research findings to 
learn how this truss design 
member provides superior lat- 
eral and horizontal reinforcing. 


Manufacturing and 
Distributing Facilities 
More than 8,000 dealers stock 
Dur-O-waL, which is distributed 
in key markets throughout the 
United States. It is readily 
available in your area now. 
Dur-O-waL is manufactured by 
the Dur-O-waL Division, Cedar 
Rapids Block Company, Cedar 
Rapids, lowa; Dur-O-waL Prod- 
ucts, Inc., Box 628, Syracuse, 
N.Y.; Dur-O-waL of Illinois, 
119 N. River Street, Aurora, 
Illinois; Dur-O-waL Products of 
Alabama, Inc., Box 5446, Bir- 
mingham, Alabama; Dur-O- 
waL Products, Inc, 4500 E. 
Lombard St., Baltimore, Md.; 
Dur-O-waL Div., Frontier Mfg. 
Co., Box 49, Phoenix, Ariz.; 
and Dur-O-waL, Inc., 165 Utah 
St., Toledo, Ohio. 








Advertisement 





J. NEILS 
“Double 
Life” 
PENTA 
TREATED 
BARN 
POLES 























Pole-type construction with prefab- 
ricated lumber saves time and money 


on all types of farm buildings. 
J. Neils Lodgepole Pine poles and 
posts are straight, strong, uni- 
formly tapered, Penta or cre- 
osote treatment. Can be in- 
cluded with mixed cars of 
treated or untreated lumber. 
Free plans and erection instruc- 
tions are available. 


J. Neils Lumber Company 





Mill and Treating Plant 
at Libby, Montana 


Circle No. 23 on Coupon, page 70. 


Circle No. 22 on Coupon, page 70. 
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foot unit, the new mixer completes a 
line of five models with capacities of 
2, 4, 6, 8 and 12 cubic feet. The Muller 
12 cubic foot mixer is equipped with a 
Wisconsin air-cooled engine, rated 12 
hp at 2,000 rpm. The mixing drum is 
balanced to tilt with the least possible 
effort and utilizes the normal direction 
of the mixing blades to discharge the 
batch. Muller Machinery Co., Inc., 
Dept. AL, Metuchen, N. J. 


Circle No. 203 on Coupon, page 70. 
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Control Joint Sealer 


Maximum protection against water 
leakage at control joints in cement 
block and masonry wall construction is 
offered by Titewall, a new rubber con- 
trol joint sealer. Double butterfly de- 
sign of the Titewall material provides 
optimum water barrier efficiency, per- 
mits quick, easy installation. Made of 
a high grade synthetic rubber com- 
pound, which is durable and elastic, 
Titewall is designed to be used with 
Servicised Kork-Pak pre-molded joint 
filler and a suitable joint sealer, such 
as Vertiseal cold applied joint sealing 
compound. Titewall is available in 8”, 
24” and 48” strips and lengths of 10’. 
Servicised Products Corp., Dept. AL, 
6051 W. 65th St., Chicago, III. 


Circle No. 204 on Coupon, page 70. 


Masonry Water Repellent 


A new water repellent for above- 
grade masonry is Kay-Tite Invisible. 
It is a clear liquid containing silicones, 
which stops water penetration into 
masonry. Kay-Tite Invisible is effec- 
tive on brick, mortar, glazed tile, ce- 
ment, sandstone and most other types 
of masonry except limestone, says 
manufacturer. It may be applied with 
brush or spray. Provides dependable 
service for 10 years, it is claimed. 
Available in one and five-gallon con- 
tainers. Kay-Tite Co., Dept. AL, 10 
White St., West Orange, N. J. 

Circle No. 205 on Coupon, page 70. 
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Sonolastic Sealing Compound 


A synthetic rubber calking and seal- 
ing compound, called Sonolastic Sealing 
Compound, is said to be non-shrinkable 
and impervious’ to the effects of air, 
sunlight, salt spray and moisture. The 
compound becomes a resilient part of 
the joint structure for the life of the 
building, manufacturer states. It works 
equally well as a calking, sealing and 
joining compound for metal, glass and 
concrete, it is said. The compound 
comes in 10 and 2% pound units, com- 
prised of both base and activator. 
Building Products Div., L. Sonneborn 
Sons, Inc., Dept. AL, 404 Fourth Ave., 
New York 16, N. Y. 

Circle No. 206 on Coupon, page 70. 


Truscon Easy-One-Coat 


A new masonry coating, Truscon 
Easy-One-Coat resists penetration of 
water and decorates basement walls in 
a single application and is available in 
eight attractive colors, maker reports. 
The coating thoroughly seals pores and 
voids in porous masonry, making base- 
ment areas dry and more comfortable, 
it is said. The manufacturer states 
that the new coating can be used to 
decorate and protect exterior porous 
masonry surfaces also. The Truscon 
Laboratories, Dept. AL, 1700 Caniff, 
Detroit 11, Mich. 

Circle No. 207 on Coupon, page 70. 





Counter Display Poster 


A colorful counter display placard, 
approximately 15” x 22”, is being of- 
fered to help dealers sell more Camp’s 
Latex Concrete. Mounted on the dis- 
play is an actual piece of hardened 
Latex Concrete material applied about 
46" thick over an asbestos-cement- 
board base. Two photographs shown 
on the display feature a woman repair- 
ing a lawn wall and a sidewalk. Point- 
ed up is the fact that Latex Concrete 
can be applied extraordinarily thin 
over any masonry surface, rough or 
smooth. Photos of three kit sizes avail- 
able, a brief description of the kit con- 
tents and coverage, as well as sug- 
gested uses make up the rest of the 
display. The Camp Co., Inc., Dept. AL, 
6958 S. State Street, Chicago 21, III. 

Circle No. 208 on Coupon, page 70. 
(continued on next page) 








ELL MORE SCREWS — 
SELL SOUTHERN ! 


NE-SOURCE SUPPLY — 
SAVE TIME, SAVE MONEY! 


SA-MADE TO FEDERAL 
SPECIFICATIONS ! 


EXAS TO CANADA, COAST- 
TO-COAST DISTRIBUTION ! 


EADED FOR EVERY USE~ 
SLOTTED, PHILLIPS ! 


1-T0-C_ LABELS. 
EASY-T0-SELL PACKAGING ! 


ESERVE STOCK, 
READY TO SHIP! 


ATIONALLY ADVERTISED 
TO YOUR CUSTOMERS! 


Sold Through Leading Wholesale Distributors 


Wood Screws @ Tapping Screws 
Machine Screw & Nuts @ Dowel Screws 
Drive Screws @ Stove Bolts @ Hanger Bolts 

Carriage Bolts 


SCREW COMPANY 


STATESVILLE + NORTH CAROLINA 





WAREHOUSES: 


New York « Chicago « Dallas * Los Angeles 
Circle No. 53 on Coupon, page 70. 
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when 
you 
display 
them 


IN 


TURNBUCKLES 

FLOOR 

MERCHANDISER 

Unit K-1: 

Your Cost— 
$69.07* 

Your Profit— 
$34.53 


IN 


TURNBUCKLES 

COUNTER 

MERCHANDISER 

Unit K-2: 

Your Cost— 
$19.92* 

Your Profit— 
$13.28 


OR 


PACKAGED 
IN 
SELF-SERVICE 
BAGS 


A complete line of over 85 
fixtures also available from 
open stock. 


* Prices slightly higher west of Rockies. 


ORDER FROM YOUR WHOLESALER 


iiihgilils 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another" 


eeet eens 











Circle No. 54 on Coupon, page 70. 
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(begins on page 58) 


Drill Starting Guide 

Tough masonry drilling jobs can be 
made easier by using Tilden Rotary 
Konkrete Kore Drills with the Tilden 
Masonry Drill Starting Guide, which 
provides a means of precision locating 
and starting of hole with ease, it is 
said. The Drill Guide has guide holes 
for drills 4” diameter through 14” 
diameter, and is simple to use. Tilden 
Tool Mfg. Co., Dept. AL, 209 Los 
Molinos, San Clemente, Calif. 

Circle No. 209 on Coupon, page 70. 


Heavy-Duty Bolt Anchor 

For anchoring heavy equipment to 
masonry, with bolts, this new Rawl 
Multi-Calk is said to be ideal. The 
calking sleeve is precision cast of Raw- 
loy, a special lead alloy developed for 
masonry anchors by the manufacturer. 
This anchor is designed for heavy-duty 
anchoring where economy is an im- 
portant factor. The Rawlplug Co., 
Dept. AL, New Rochelle, N. Y. 

Circle No. 210 on Coupon, page 70. 


Filler and Primer 


Plexfil was developed to save both 
time and expense in finishing masonry 
work. Plexfil serves as both filler and 
primer, smoothing porous masonry in 
one operation, it is said. Representing 
a new technique in surface prepara- 
tion, the new product is said to form 
a perfect undercoating for Plextone 
multicolored paint or other paint prod- 
ucts. Easy to use, Plexfil is applied by 


brush; is ready for a finishing coat of 
paint approximately four hours after 
it is smoothed on. Plextone Corpora- 
tion of America, Dept. AL, 2141 Mc- 
Carter Highway, Newark, N. J. 
Circle No. 211 on Coupon, page 70. 


Floating & Troweling Machine 
A new combination concrete floating 
and troweling machine is announced 
by Challenge Mfg. Co. The Challenge 
is a 4-blade machine that does both the 
floating and troweling operations with- 
out changing blades, it is said. It fea- 
tures a hydraulically controlled blade 
adjustment that changes the pitch of 
the blades instantly and an automatic 
mercury shut-off switch. The Chal- 
lenge is offered in two sizes: 36” and 
48” diameter. Both models are pow- 
ered by an air-cooled gasoline engine 
and have a trouble-free, sealed gear 
box. The new Challenge troweling ma- 
chine will be distributed by Cook Bros. 
Equipment Co., Dept. AL, 3334 San 
Fernando Road, Los Angeles 65, Calif. 
Circle No. 212 on Coupon, page 70. 


Diamond Drilling Machine 
Powder Tool Fasteners’ announces a 
high speed portable diamond drilling 
machine for drilling holes in concrete, 
brick, granite or any hard masonry 
material. Equipped with a Molco water 
swivel, this machine will drill two-inch 
diameter holes at up to three inches 
per minute; holes as small as 46” can 
be drilled with ease in the hardest of 
building materials, manufacturer says. 
The flexible cable drive allows freedom 
for drilling holes in any position and 
eliminates the necessity of the oper- 
ator holding a heavy unit. Machine is 
powered by plugging into any 110 volt 
circuit. Powder Tool Fasteners, Inc., 
Dept. AL, 5349 W. Madison St., Chi- 
cago, Ill. 
Circle No. 213 on Coupon, page 70. 
(continued on page 62) 
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NEW icro- j B\, NO SHORTS! 
tech Va 


DOUBLE-WIDTH OAK STRIP 4» 
FLOORING CUTS LAYING | 


TIME O% \ 


Odd lengths and shorts make 
assembly of conventional floor- 
ing a time-consuming job. 








_ Ss 7“ He . Ms 
Be aceon St 


Available in Uniform 8’-10’-12’ Lengths 


Twice as wide... lays twice as fast!— that’s the story 

eee ee atom behind MICRO-MATCH .. . the amazing new 

ee pre-sanded precision oak strip flooring. Just as important, 
you can get it in long, uniform lengths... no shorts or 

odd lengths to assemble; reduces sawing and fitting to 

a minimum. MICRO-MATCH makes a beautiful floor... 


smoother, stronger, more interesting in texture. 


HOW IS IT DONE? 

The MICRO-MATCH plank is composed of several 

strips of selected oak, united end-to-end by precision 
Single MICRO-MATCH plank end-matching, and side-to-side by a pressure-bonded 
at left contains same number eit Zags : . 
of feet as double row of con- double-dovetailed joint that is stronger than the oak. 
ventional flooring pieces. a . Te, 

The result is a double-width, uniform-length 


plank that cuts laying time in half. 








* 
Write Today oo 
For more information and colorful rT i ou & 6 F 


brochure that tells the complete 


ie A MICRO-MATCH story. , | = tch 
micro-MATCH plank on f MILLER BROTHERS CO., Inc. ee : \ 


right is — as wide as con- 

ventional strip . . . lays twice P.O. Bo . 

as fast. elated a eoken Be. me 
Johnson City, Tenn. 
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REAL VALUE 


engineered in 


nique 


\ SASH BALANCES 


The spiral rod is engineered with 
“changing pitch” the feature that 
provides accurate BALANCE of sash 
\at any position. Do not overlook this 
vital advantage, it costs no more and 
is available only in UNIQUE Sash 
Balances, for residential use. 
Modern double-hung windows bal- 
anced with UNIQUE assure lifetime 
trouble-free operation. Their value is 
unmistakable .. . just look and see! 


Send for catalog 


Circle No. 55 on Coupon, page 7 
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Display for Bonding Agents 
An easily setup counter display of 
sturdy corrugated board, designed to 
hold two quart containers, is available. 
The 16” x 15” display is printed in 
striking yellow and black and carries 
a sales message on Larsen’s two pop- 
ular bonding agents—Weld-Crete, for 
bonding concrete, and Plaster-Weld for 
bonding plaster. Front part of the dis- 
play is recessed to hold quart-size con- 
tainers of the two products, while a 
slot between the containers is designed 
to hold selling literature on the prod- 
ucts. Larsen Products Corp., Dept. AL, 
4934 Elm St., Bethesda, Md. 
Circle No. 214 on Coupon. page 70. 


Shure-Set Fastening Tool 
Shure-Set is designed to fasten into 

concrete, mortar or cinder blocks. A 

hammer-in fastening tool, Shure-Set 


makes tough fastening jobs easy and 
fast for every carpenter, electrician 
and craftsman, it is said. Promotional 
materials are available. Ramset Fas- 
tening System, Dept. AL, 12110 Berea 
Road, Cleveland 11, Ohio. 

Circle No. 215 on Coupon, page 70. 


Concrete and Masonry Repair 


Called Latex Concrete Repair, a new 
patching and topping material elim- 
inates chipping, roughening, priming 
and curing and may be applied as thin 
as %e” or whatever thickness needed, 
it is said. Available in two handy kit 
sizes. The small kit, packed in a gallon 
container, includes five pounds of a 
special cementitious material and set- 
ting agents, along with a pint of milk- 
white liquid rubber latex. Also includ- 
ed in kit is a working trowel. This 
provides enough material to repair 50 
to 150 lineal feet of average cracks. 
The large kit contains twice the 
amount of material. The Camp Co., 
Inc., Dept. AL, 6958 S. State St., Chi- 
cago 21, Ill. 

Circle No. 216 on Coupon, page 70. 
(continued on page 70) 





What's Your Ansewer? 


(Answers on page 66) 


What equipment was the key to a California dealer’s low-cost entry 


into the concrete field? 


Name the product and the manufacturer of a new superior cellular 
reflective insulation just announced. 


What storage innovation has enabled the Hope Lumber & Supply Co. 
to cut its handling cost of asphalt shingles by more than half? 


How can you make money with Formica? 


Who is getting the concrete business? 


Name two materials handling jobs which can be made easier and faster 
by using Baker’s swing-shift attachment. 


When adding a ready-mix department to your retail lumber business, 
name five lines which may be considered as possibilities for added sales. 


When will the second Women’s Housing Congress be held? 


Which manufacturer is offering a “package piant’ 


’ that will put you 


into the ready-mix business quickly and inexpensively? 


How can you get your share of the zooming polyethylene market? 





June 24, 1957, AMERICAN LUMBERMAN AND 





ALES AIDS 


Vests and Weskits 

A new line of promotional vests and 
weskits for conventions, show, sales 
meetings and special promotions is 
announced. Standard models may be 
red, gold, green, blue or brown. Men’s 
vests have white sateen elasticized 
backs and are made in small (35-38), 
medium (39-41) and large (42-45) 
sizes. Women’s weskits are tailored to 
fit in sizes 10-20. Buttons are either 
gold or silver unbreakable plastic and 
are metallic and rich in appearance. 
Included is a pocket with an embroid- 
ered emblem in colors. Slogans or 
themes are added through the use of 
iron-on letters or silk-screen process. 
Most vests are of washable, pre- 
shrunk, cotton corduroy; but on large 
orders, felt or other materials may be 
specified. Kellogg Corset Co., Dept. 
AL, 113 W. Pearl St., Jackson, Mich. 

Circle No. 217 on Coupon. page 70. 


Sandpaper Display Cartons 
Three new professional sandpaper 
display cartons and packages have 
been colorfully designed to be eye- 
catching and each carton has its own 
complete sales message. Each carton 
contains 25 ten-sheet assortments. The 
professional woodworking garnet as- 
sortment has Armour industrial sand- 
paper in assorted grits of fine, medium 
and coarse. The professional aluminum 
oxide sandpaper package assortment 
also contains grits of fine, medium 
and coarse. The professional No- 
Load finishing paper has an assort- 
ment of extra-fine, fine and medium 
grits. Armour Handy Home Products, 

Armour and Co., Alliance, Ohio. 

Circle No. 218 on Coupon, page 70. 


BUILDING PRODUCTS MERCHANDISER 








Amerock Twin-Size Displays 

A choice of nine Amerock twin-size 
displays are now available to fit the 
Amerock cabinet hardware line to 
practically every dealer’s needs. Per- 
manent frame-type units, measuring 
1914”x115%", display hardware pat- 
terns individually, or in a number of 
practical and attractive combinations. 
Each display is complete with frame, 
easel and price card holder. Two twin- 
size displays with center bar can be 





Makes TW&J 
A Dependable 
Source of 
Well Manufactured, 
Seasoned and Graded 
Lumber and 
Lumber Products 


* 


In Addinon 





) 


m 
ii ) } 


combined to fit Amerock major dis- 
play frames and Amerock revolving 
displays. Amerock Corp., Dept. AL, 
Rockford, Il. 
Circle No. 219 on Coupon, page 70. 
(continued on next page) 








Mr. Q.C.(Quality Control) is our name 
for Lee Moffett one of the best informed 
Quality Control men in the lumber 
industry. By rigid inspection of mill 
production, grading and shipping 
TW&J assures customers uniform 
quality in lumber and lumber products. 


TW&J's BALANCED LUMBER SERVICE 
includes the procurement and distribution 
of all West Coast lumber products to give 
the trade true ONE CALL service. 


TarTer. WEBSTER & JOHNSON. INC. 


P.O. BOX 3498 
San Francisco 19, California 


PRospect 6-4200 


@ 


Teletype SF 211 


Circle No. 25 on Coupon, page 70. 
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WARNOCK| 


Incorporated 


a 


MANUFACTURERS 
hs fo)  >-7 - 9 > jt) 


= 
| PONDEROSA 
PINE 


and allied species 


* LUMBER 
* MOULDINGS 
* MILLWORK 


REPRESENTING: 


e White Swan Lumber Co. 
White Swan, Washington 


@ Heppner Pine Mills, Inc. 
Heppner, Oregon 


e High Sierra Pine Mills, Inc 
Oroville, California 
MOULDING PLANTS AT: 
© Klamath Falls, Oregon 

© Redding, California 


0:08. Mie) ww (oo on 
855 Santa Cruz Avenue 
Menlo Park, California 


Phone: Teletype: 
Davenport 3-0004 Palo Alto, 
< Calif., 104 


iz 


Quality Merchandise 
Personalized Service 


Circle No. 56 on Coupon, page 70. 
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“O" Ring Assortments 

Availability of a special assortment 
of “O” rings for replacement use in 
standard plumbing fixtures is an- 
nounced. Molded of a specially formu- 
lated “live” rubber, these “O” rings 
meet all stipulated original equipment 
requirements, it is said. The assort- 
ment contains 200 “O” rings in 12 dif- 
ferent sizes ranging from %” OD to 
1%” OD. The rings are packaged in a 
12 compartment plastic box, which has 
a location chart affixed to the inside of 
the lid. The Schaul Mfg. Co., Dept. 
AL, 6300 Roland Ave., Cleveland 27, 
Ohio. 

Circle No. 220 on Coupon, page 70. 


Sheetrock Gypsum Wallboard 

Cooperating with the NRLDA’s pro- 
gram to solve the problem of display 
space, U. S. Gypsum Co. announces a 
packaged display tailored especially 
for use on NRLDA display panels. The 
display promotes all the Sheetrock 
gypsum wallboard products and con- 
sists of signs, photos, products and 
literature. A layout sheet showing the 
most effective way to mount the dis- 
play on the panels is also included. 
U. S. Gypsum Co., Dept. AL, 300 W. 
Adams St., Chicago 6, Ill. 

Circle No, 221 on Coupon, page 70. 
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PlyWelsh Panels 

A new PlyWelsh dealer display is 
designed for the benefit of the woman 
customer and the salesman. All of the 
panels can be seen at one time and a 
quicker selection can be made by Mrs. 
Housewife. Complete price informa- 
tion is on each panel of PlyWelsh pre- 
finished plywood on the display to- 
gether with a description of the wood 


and the size sheet in which each item 
is available. All panels are hooked 
together and it is possible for the 
woman customer to unhook any par- 
ticular panel, take it over to a day- 
lighted area in the showroom to make 
sure that she is getting exactly the 
interior decorating that will harmo- 
nize with her furnishings. Welsh Ply- 
wood Corp., Dept. AL, 207 Scott St., 
P. O. Box 5126, Memphis 12, Tenn. 
Circle No. 272 on Coupon, page 70. . 


Chain Salesmaker 

The ACCO Salesmaker is designed 
to sell American Chain right off the 
reel. It is a chain department, taking 
up less than two square feet of floor 
space, that stores and sells an assort- 
ment of seven popular chains. With 
the display, a chain supply steps out 
in front for easier, faster and more 
frequent sales. The unit is equipped 
with a quick-action chain cutter with 
hardwood grips. This cutter is perma- 
nently attached or furnished sepa- 
rately. American Chain Div., Ameri- 
can Chain & Cable Co., Inc., Dept. AL, 
929 Connecticut Ave., Bridgeport 2, 
Conn. 

Circle No. 223 on Coupon, page 70. 


satelite 











Wrought Iron Railing 

Versa Products is offering a new 
appeal to the low budget builder with 
new and restyled point-of-purchase 
displays for Versa Railing, said to be 
the only completely adjustable pre- 
packaged wrought iron railing. The 
display is centered around a colorful, 
full size demonstration unit, which 
helps customers visualize the actual 
appearance of installed Versa Railing, 
both on level surfaces and adjusted to 
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any slope for steps. For use with the 
demonstration unit is a full-color dis- 
play card containing a handy pocket 
for Versa literature, with instructions 
for planning, ordering and installing. 
Versa Products Co., Dept. AL, Lodi, 
Ohio. 
Circle No. 224 on Coupon, page 70. 


Plastic Fittings in Cartons 


Plastic fittings for Carlon flexible 
plastic pipe are now being packaged 
12 per box in sizes %” through 14”. 
The attractive new cartons, printed in 
red, furnish a solution to storage and 
stocking problems. Marked on five 
sides, identification is fast and easy. 
Illustrations on boxes explain recom- 
mended installation of plastic fittings. 
Boxes are suitable for display use and 
made from heavy duty cardboard. 
Carlon Products Corp., Dept. AL, 
10225 Meech Ave., Cleveland 5, Ohio. 

Circle No. 225 on Coupon, page 70. 


Venetian Blind Cord 

New counter display package fo 
Venetian Blind Cord makes available 
the ideal length replacement coil. 
Each display box contains six 40’ 
cellophane-wrapped coils. All stand- 
ard venetian blind cord colors. John H. 
Graham & Co., Inc., Dept. AL, 105 
Duane St., New York 8, N. Y. 

Circle No. 226 on Coupon, page 70. 


Colortone Selector 


As part of a continued program to 
help its dealers and distributors stimu- 
late consumer acceptance in colored 
appliances, Hotpoint Co. has issued a 
new Colortone Selector. The new 
threefold booklet contains matching 
and contrasting color data. The four 
paint companies tying in with Hot- 
point color program are DuPont, Glid- 





den, Martin-Senour and Sherwin- 
Williams. Matching and contrasting 
colors are shown for ceilings, walls, 
trims, countertops and floors. Includ- 
ed are actual color reproductions of 
the six Hotpoint colors: pink, yellow, 
green, blue, brown and coppertone. 
Hotpoint, Inc., Dept. AL, 5600 W. Tay- 
lor St., Chicago 44, Ill. 
Circle No. 227 on Coupon, page 70. 


Weslock Modernizer Kit 


A special counter display carton to 
merchandise its new Weslock Modern- 
izer kit is announced by the manufac- 
turer. The display holds 15 Modern- 
izers in a compact carton, which opens 
up into an attractive counter display 
case. Each Modernizer kit is individ- 
ually packed with complete instruc- 
tions for easy installation. Shipping 
weight of the new display carton is 
approximately 12 pounds. Western 
Lock Mfg. Co., Dept. AL, Huntington 
Park, Calif. 

Circle No. 256 on Coupon, page 70. 


Mail Box Department 


A handy 18”x30” mail box display 
unit is designed for either counter or 
wall use. The display unit is offered 
with an order of Rembrandt’s C-3 
Merchandiser, which consists of three 
mail boxes, two in rustproof wrought 
iron and one in cast aluminum. Rem- 
brandt Hardware Mfg. Co., Dept. AL, 
739 Fairfield Ave., Kenilworth, N. J. 

Circle No, 228 on Coupon. page 70. 
(continued on page 71) 
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Circle No. 26 on Coupon, page 70. 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 


4 





HALLINAN LUMBER CO, 


628 S. W. Herrisen St. Portland 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApitel 8-9236 








WALES LUMBER 60. 
OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Yeer 





Circle No. 57 on Coupon, page 70. 





NEW 


Technical Data 


Perimeter Insulation. The charac- 
teristics and specifications of Perim- 
sul, a perimeter insulation felted from 
spun mineral wool, are described in a 
new four-page bulletin. The _ illus- 
trated, three-color bulletin shows 
Perimsul in use, describes the need 
for its application under concrete 
slabs and in foundation crawl spaces 
used as heating plenums. The bro- 
chure also explains and illustrates all 
five methods of applying perimeter 
insulation. Baldwin-Hill Co., Dept. 
AL, 221 Breunig Ave., Trenton 2, N.J. 

Circle No. 229 on Coupon, page 70. 


Floor Sander Rentals. A colorful 
new four-page circular on its lever- 
type floor sander is announced by the 
manufacturer. The circular shows and 
tells how, by featuring the Little 
American Rental Floor Sander, the 
dealer can get the customer to start 
a houseful of home improvements. 
The circular reviews the popularity 
of rental sanders and presents all the 
buying facts. Action photos show 
rental scene and typical sander rental 
display. American Floor Machine Co., 
Dept. AL, 521 S. St. Clair St., Toledo 
3, Ohio. 

Circle No. 230 on Coupon, page 70. 


Plumbing Fixtures. A new 52-page 
catalog of bathroom, powder room and 
kitchen plumbing fixtures is available. 
Shown are all of the most popular 
I-H fixtures of enameled cast iron, por- 





What's Your Answer? 
(Questions on page 62) 


. Portable batcher. See article, page 


. Insulfoil, manufactured by Rey- 
nolds Metals Co. See ad, page 15. 

3.Simple pallet rack. See article, 
page 52. 

.Get into the Formica fabrication 
business. See ad, outside back 
cover. 

5. In many areas, no one. The market 
is wide open to the dealer who 
steps in and develops it. See article, 
page 28. 

5. (1) Getting long loads of lumber 
out of box cars or through narrow 
doorways and (2) stacking strapped 
bundles of 2x4s in the storage 
area. See ad, page 3. 

. (1) Brick, (2) waterproofing com- 
pounds, (3) fireplace forms, (4) 
cement colors and (5) reinforcing 
mesh and bars. See article, page 
30. 

- November, 1957. 
page 9. 

. Heltzel Steel Form & Iron Co. See 
ad, page 35. 

. Send for “New Uses for Polyeth- 
ylene in Construction.” See coupon 
in ad, page 34. 


See news item, 





* celain on steel and vitreous china, the 


latter now being produced in the firm’s 
own new multi-million dollar pottery. 
Each page shows a large illustration 
of a product plus a smaller view with 
identified features, dimensioned rough- 
ing-in drawings and the specifications. 
Included are the new Huntington end 
outlet bathtub and the new I-H State 
wall-hung closet combinations. Inger- 
soll-Humphryes Div., Borg-Warner 
Corp., Dept. AL, Mansfield, Ohio. 
Circle No. 231 on Coupon, page 70. 


Ford Tractors. A new, 12-page book- 
let, titled “Ford Tractors and Their 
Industrial Applications,’ profusely 
illustrated, shows Ford tractors and 
industrial equipment in action. Con- 
tains abbreviated specifications of all 
equipment. Copies available on request 
from Industrial Sales Dept., Tractor 
and Implement Div., Ford Motor Co., 
Dept. AL, 2500 E. Maple Road, Bir- 
mingham, Mich. 

Circle No. 232 on Coupon, page 70. 


Safe Chimney Construction. A se- 
ries of recommendations for safe 
chimney construction and _specifica- 
tions for clay flue lining are available 
in an illustrated six-page brochure. 
Because faulty chimney and flue con- 
struction is the cause of nearly one out 
of every five fires, Clay Flue Lining 
Institute is distributing this brochure 
and a recommended building code 
ordinance for municipalities, as a pub- 
lic service. Copies are available from 
Clay Flue Lining Institute, Dept. AL, 
161 Ash St., Akron 8, Ohio. 

Circle No. 233 on Coupon, page 70. 


Truck Bumpers. A new catalog sheet 
illustrates and describes Flex-O Rub- 
ber Truck Bumpers, specially engi- 
neered to prevent damage to truck 
bodies, reduce dock damage and pro- 
tect fragile freight by absorbing im- 
pact shock caused by trucks backing 
into shipping and receiving docks and 
other obstacles. Easily installed on the 
back end of any truck, they are made 
from reversible, resilient rubber rein- 
forced fabric. The literature highlights 
the three standard sizes available. 
Bumpers, Inc., Dept. AL, 2534 Detroit, 
Cleveland 13, Ohio. 

Circle No. 234 on Coupon, page 70. 


“Solving Roof Problems” is the title 
of an attractive 16-page brochure just 
released. Illustrated by photographs, 
drawings and diagrams, it explores 
such subjects as the various types of 
roofs, how they are built, what factors 
enter into their deterioration, how roof 
troubles can be diagnosed and treated. 
“Solving Roof Problems” is based on 
information supplied by the Tremco 
Laboratory and on the actual field ex- 
perience of Tremco’s 125 representa- 
tives. The Tremco Mfg. Co., Dept. AL, 
8701 Kinsman Road, Cleveland, Ohio. 

Circle No. 235 on Coupon, page 70. 
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PUSHING BACK the sliding 
display window-door is man- 
ager Lloyd Bice. 


Tame. 


LUMBER IN THE STORE is handled easily by these stand-up racks. 


““A”’-Type Lumber Racks in Store 


This is how a Seattle 
firm solved a display prob- 
lem. 


Stocking finish lumber inside the 
store was practically forced on Mod- 
ern Home Center, Seattle, Wash. 
There is no backyard storage room 
available and the dimension lumber 
storage is at least 50 yards away 
from the store on the other side ot 
a street. 

However, it was easy to build 
stand-up racks for finish lumber in- 
side the store, since the building is 
a modern round-topped structure 
built with glued-laminated arches. 

Lengths of finish lumber up to 
16 and 20 feet may be accommo- 
dated easily in the racks. In the 
extra space between two back-to- 


BUILDING PRODUCTS MERCHANDISER 


back stand-up racks are stored a 
representative supply of panels, 
both plywoods and hardboards in 
full size 4’x8’ pieces. 

To ease the task of bringing new 
stock to the store’s lumber racks, 
part of the front of the store has 
been hung on sliding barn door 
track. In the closed position, the 
door looks like a normal display 
window; open, there is a doorway 
10 feet high by 12 feet wide. 
Through it, all kinds of long and 
bulky building products can be 
moved easily. A sunken driveway 
at this point permits a truck to back 
up to the slide-away show window- 
door, placing the store’s floor at 
truck-bed height. 

Lloyd Bice is manager of the 
firm’s store and retail building ma- 
terial sales and Mrs. Frances Ghi- 
glione is general manager. 








PONDEROSA 
PINE 


DOUGLAS 
FIR 


WHITE FIR 


and remember 


ELLINGSON 


has been a reliable 
source of supply for 


67 YEARS 


Tell us your needs. 


RBI fexye) 


LUMBER COMPANY 


Klamath Falls, Oregon 








Circle No. 58 on Coupon, page 70. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 


Rates. 


1 Time —25c per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word ror each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


Ne agency commission or cash discount al- 
lowed. 


All ads for classified section must be in 
Publisher's office 14 days preceding date oi 
publication. Advertisements are set in uniform 
: — style. No cuts or special borders al- 
owed. 


Replies forwarded without additional charge. 
Ceunt five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





RETAIL LUMBERMAN WANTED 


Central Florida Lumber Company wishes to 
employ man experienced in Retail Lumber and 
Building Materials who can list quantities and 
— estimates from plans, and sell to con- 
ractors. ged. A 

W-20 American Lumberman, Inc. oe 





General Manager wanted for retail lumber, 
building sup lies, millwork and hardware. 
Must have =f to merchandise all lines. 
Good salary with stock option and bonus. 
Located in Northwest Ohio, Metropolitan Area. 
State qualifications and starting salary de- 
sired. Address Box W-37 American Lumber- 
man, Inc, 











Wanted—Manager, retail and industrial lum- 
ber yard, located in Calumet Region, old 
established yard. Man with Executive and 
Sales ability to take entire charge with good 
salary and bonus. Address Box W-44 Amer- 
ican Lumberman, Inc. 


WANTED: Experienced Millwork Estimator to 
manage custom millwork division of Retail 
Yard. Work would consist mostly of custom 
millwork estimating. contracting, and proc- 
essing large job work of schools, hospitals, 
churches, etc. Excellent opportunity with long 
commetened firm in the Lehigh Valley, Penna. 
— — to Box W-45 American Lum- 


WANTED—FUTURE PROPRIETOR 


Long established retail lumber c i 
northern Ohio, 2A-] rating, with valanae tens, 
sistently above $500,000 seeks an experienced 
executive who can eventually qualify for own- 
ership. The man we want is presently em- 
Ployed in an efficiently-managed yard, with 
a record of high academic grades and lead- 
ership in campus or athletic activities, major- 
ing in business administration or engineering. 


Must submit record of successful perform 

and promotions, , merchandioe ier, 
office and yard system. Send photograph and 
chronological record of prior employment with 
complete resume. Salary, plus profit-sharing 
plan, plus option to buy stock at current state- 
ment, after demonstrating his competence. 
Address Box X-20 American Lumberman, Inc. 





Experienced Wholesale Sales Manager to 
handle primarily California Redwood on the 
East Coast. Should have a following in the 
trade. Unlimited opportunity. Right person 
can choose own staff. State full experience. 
Replies held in confidence. Address Box X-21 
American Lumberman, Inc. 
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SITUATIONS WANTED 





BUSINESSES FOR SALE 





SALES EXECUTIVE AVAILABLE 
Seeks position with manufacturer of consumer 
products, who has need for Sales Executive 
with administrative and field experience in 
all phases of sales, marketing, merchandising, 
and distribution. Married, will relocate. Ad- 


dress Box W-41 American Lumberman, Inc. 





Manager: Experienced, ambitious. young man 
presently employed as manager of one-million 
dollar annual retail yard desires southern 
relocation with firm offering opportunities. 
Address Box W-40 American Lumberman, Inc. 


161/, YEARS’ EXPERIENCE 
LUMBER AND MILLWORK 


61, years’ management. Thoroughly versed in 
purchasing, manufacturing, inventory control, 
and custom millwork. Capable of complete 
supervision yard or mill. Age 38. Address Box 
W-47 American Lumberman, Inc. 





Lumberman with desirable sales and construc- 
tion background seeks responsible position 
with a western retailer or wholesaler. Age 30. 
Married. College 3 yrs. Address Box X-22 
American Lumberman, Inc. 





Middle aged man with retail lumber and hard- 
ware experience desires to relocate. Prefer 
Wisconsin or Minnesota. Address Box X-23 
American Lumberman, Inc. 





General Manager—Top qualifications: sales, 
purchasing, finance, comeeate knowledge set- 
up building program. xcellent references. 
Address Box X-24 American Lumberman, Inc. 





Aggressive. able young man. Ten years ex- 
perience in lumber, plywood, doors. olesale 
and retail. Prefer hio but will relocate. 
Address Box X-25 American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





We are door lockset manufacturers and re- 
vamping some territories to create openings 
for capable, commissioned sales representa- 
tives selling the lumber, building material and 
hardware trade. State full details. Box W-30 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers representative desires volume 
line. Good !umber and building supply dealer 
and wholesaler contacts in Maryland, Dela- 
ware and D. Address Box V-69 American 
Lumberman, Inc. 





WANTED — RAILS 





For Sale or Lease, thriving salvage and sup- 
ply yard. Central Oregon. great hunting and 
fishing country. Business increased $34,000 to 
$86,000 gross in 6 years. Two new block build- 
ings, 9 ft. fl., 380 ft. ag frontage. Reason 
for selling. other interest. O’Day’s Salvage 9 
Supply Yard, Box 5, Bend, Oregon. 





To settle estate, closed corporation, going 
lumber and hardware established forty years. 
under same management. All best lines, clean 
stock, located in It Lake =o Best pay- 
roll town in state. Ample well located real 
estate for any type of operation. Parking lot, 
all churches, top schools, goo t. Ad- 
dress Box W-42 American Lumberman, Inc. 





For Sale: Retail lumber yard located in Cen- 
tral lowa—County Seat town. Doing a profit- 
able $100,000 and more business a year. Own- 
er selling because of other business interest. 
Address Box W-49 American Lumberman, Inc. 





Well established Retail Woods 
ery and Power Tool b 8 i { 
location and fine vag xg Med right party. 
Retiring. Address Box W-50 erican Lumber- 
man, Inc. 


orking Machin- 
n Indiana. Good 





Complete shop. builders supplies, lumber and 
hardware, unpainted furniture. Shop complete 
with tools and machinery. Owner retiring. 
Write Restifo Lumber Company. 455 West 18th 
St., Erie, Pa. 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough. 
surfaced or S2S&R/S. Quality Hardwood Pal- 
lets. Corinth Hardwood Cv., Box 581-A Bristol. 
Tenn. 





a good straight wall starts with 
CHENEY STUDS 


so be sure the registered Red-end trademark 
is on every stud you buy! 
CHENEY LUMBER COMPANY 
General Sales Offices: 
424 Tacoma Bldg., Tacoma 2, Washington 
Telephone FUlton 3-2424 Teletype 024 





Pallets 
Assembled or ready cut. 


D. A. Hyland Hardwood Co., Mig. 
Hillsboro, Wisconsin 





Stacking Sticks Fo: Sale 
5 cars 6’ used stickers—3¢ each 
2 cars 8’ new KD Oak sticks S2S 13/16 8¢ ea. 
Gaiennie Lumber, Box 1774, Shreveport, La. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis. Minn. 





STEEL RAILS 
16#, 20H. 25H. 30H. 354, 40H and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
‘“Timber-r-r’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS. Box 167 
Long Beach 1, Calif. 
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USED MACHINERY FOR SALE 





8” Hermance Sticker 15 H.P. - Globe 
Electric 1750 RPM, miscellaneous 
knives for Sticker 

Hermance Rip Saw #333 - 15 H.P., 
3600 RPM Line Start Ind. Motor 1450.00 
24” Newman Planer #600 - 5 H.P. 

Motor Shell Type Motor - 3600 RPM 875.00 
3 Drum Sander Berlin Machine Royal 
Invincible #12972 without motors . 275.00 


Northfield 12” Jointer .. 9325.00 

Multiplex Cut Off Saw 5 H.P. .. 985.00 

36” Moak Band Saw 680.00 
F.O.B. Chicago — Subject to Prior Sale 


Call Mr. Pedersen, Chicago Fire Brick Co., 
1467 Elston Ave., Chicago, Ill. 
BRunswick 8-8000 


$ 525.00 


USED MACHINERY FOR SALE 


USED MACHINERY FOR SALE 





FOR SALE 
8’ Belt Sander Equip with 2 H.P. Mot 
220 Volt 60 Cy 3 phase good woskianr 
condition $400.00 
HILL-BEHAN LUMBER COMPANY - Chicago 
A. J. Miller Ro. 3-4160 


Equipment For Sale 


Klamath Iron Works 30 inch Edger, never used. 


Complete except for Drive Motor. $3000.00 
Carr, Adams & Collier Company 
Plant Engineering Department 


llth & Jackson Streets 
Dubuque, Iowa 


2 Hawkeye Wheel-It trucks. Excellent condi- 
tion. 6.00x16 pneumatic rubber tires. Body 
36°'x96" with 14°’ corner stakes. 33°’ height. 
$95.00 each. Millwork, Inc., 140 So. Washing- 
ton, Hopkins, Minn. 





BOOKS FOR SALE 


LUMBER CALCULATOR 

W. H. Solomon $2.00 
A help for ascertaining accurately and quickly 
the number of feet board measure in different 
sizes of lumber, especially where fractional 
parts of an inch are to be figured. 


AMERICAN LUMBERMAN, INC. 





139 N. Clark St., Chicago 2. Ill. 














Complete HARDWARE SETS 


TORSION & TENSION 


SPRINGS 


For INDUSTRIAL & RESIDENTIAL 


Overhead Type GARAGE DOORS 











POWER DOOR CO. 


NEW RD MONMOUTH JUNCTION, N.J. 





Circle No. 28 on Coupon, page 70. 
USTI SAVE ON TRANSPORTATION 
OUR NEAREST POINT 
WoOoD YARDS --Toledo, Ohio WE CAN 
SERVE 


W. VA.-- Bayard, Elkins, Your 
FENCE 


Alexander, Webster 
TRUCK 
Write For Catalog VA.—Clinchburg 


w. c. DO. 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Springs, Fort Springs 

















POST and RAIL 
SCREEN TYPE PICKET 
RESIDENTIAL 


WOOD PRODUCTS CO. 
TOLEDO, OHIO 
Circle No. 29 on Coupon, page 70. 


Air-dried QUALITY LUMBER Kiln-dried 











Circle No. 30 on Coupon, page 70. 








PONDEROSA PINE— SUGAR PINE 
WHITE FIR 


Trade Mark 


DOUGLAS FIR INCENSE CEDAR 


nl Ss Annual Production 60 Million 
RS | High Altitude, Soft Textured Growth 
| Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Registered 











BUILDING PRODUCTS MERCHANDISER Circle No. 27 on Coupon, page 70. 








NEW PRODUCTS 
(begins on page 58) 





Wheelbarrow-Type Power Sprayers 


New Defender wheelbarrow-type power sprayers have 
a new piston pump that discharges up to 2% gallons per 
minute at any pressures from 20 to 250 pounds, says 
maker. The pump has new spring-loaded valves with nylon 
seats and discs. All models have a pressure gauge. Tanks 
have a capacity of 17% gallons and are made of premium 
quality galvanized steel. Equipped with 1244’ of spray hose 
and adjustable power gun. Available in three models. All 
are gasoline-powered. H. D. Hudson Mfg. Co., Dept. AL, 
589 E. Illinois St., Chicago 11, Ill. 

Circle No. 245 on Coupon, page 70. 


Paint Kit 


A new paint kit for finishing building walls in an attrac- 
tive brick design is announced. Basic components of the 
kit are a special applicator and five quarts of Seal-Kote 
(4 white and 1 maroon, gray or other contrasting color). 
It is said to be suitable for decorating and preserving 
cement and cinder blocks, wood, plaster and all types of 
masonry used in office, storeroom and plant construction. 
According to maker, a room with a wall surface of approxi- 
mately 400 square feet can be painted and put back in 
service in less than three hours with the kit. Seal-Kote, 
Inc., Dept. AL, Wooster, Ohio. 

Circle No. 246 on Coupon, page 70. 


Outdoor Fireplace with Grilladier 


Outdoor cooking can be an enjoyable experience when 
the fireplace is built around a Grilladier, says manufac- 
turer. Whether the outdoor fireplace project calls for a 
simple masonry enclosure or a more impressive arrange- 
ment, the cast-iron form will more than meet the require- 
ments, it is said. Standard model is the usual front and 


back type, which allows the lowest cost construction and 
gives a narrow, compact appearance, it is said. It is also 
excellent for larger capacity installations where two units 
are used together. Another model has the new side-by-side 
cooking surfaces making the fireplace more accessible. 
Either model can be easily assembled with a screwdriver 
by following instructions, says maker. Bennett-Ireland, 
Inc., Dept. AL, 28 Exchange St., Norwich, N. Y. 


Circle No. 247 on Coupon, page 70. 


Asphalt Strip Shingles 


New asphalt strip shingles, trademarked Ranchline, have 
been specifically designed for use on roofs of modern one 
and one-and-a-half story homes. The new shingles stress 
the horizontal rather than the vertical shingle line by 
means of tabs which are 50% longer than standard, reduc- 
ing vertical lines on the roof by 4. These extra-long tabs 
effectively repeat the dominant horizontal lines typical of 
ranch type, split-level and other wide, low buildings, it is 
said. An unobtrusive shadow band further accents the new 
shingles’ long narrow look. Available in modern colors. 
Barrett Div., Allied Chemical & Dye Corp., Dept. AL, 40 
Rector St., New York 6, N. Y. 


Circle No. 248 on Coupon, page 70. 


Two Ceiling Tile Patterns 


Two new patterns in predecorated ceiling tiles have been 
added to the Armstrong Cork Company line. Temlok Tile, 
Decorator Style 121 has been made available in a Diamond 
pattern that features an arrangement of concentric 
squares. Temlock Tile, Decorator Style 142 is being mar- 
keted in a pattern, called Starlite, that consists of a random 
scattering of small stars and moons over the face of the 
tile. Temlok Tiles in both new patterns are available in 
12” x 12” size, %” thick. Tongue-and-groove joints permit 
the tiles to be blind-nailed or stapled to furring strips, or 
cemented to an existing ceiling. Armstrong Cork Co., Dept. 
AL, Lancaster, Penna. 

Circle No. 249 on Coupon, page 70. 
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Marlite Display Material 

A special kit of Marlite display ma- 
terial for standard swinging panels 
recommended by NRLDA is now avail- 
able. Designed specifically to fit on two 
30”x80” NRLDA panels, the kit pro- 
vides complete, effective display in 
little space. Each kit contains identi- 
fication signs, descriptive literature, 
actual samples and installation in- 
structions for the complete Marlite 
line—Hi-Gloss, Wood Panel, Marble 
Panel, Plank and Block, Korelock and 
Flax Pattern. Also included are full- 
color illustrations of the product in 
room settings. Marsh Wall Products, 
Inc., Dept. AL, Dover, Ohio. 

Circle No. 250 on Coupon, page 70. 
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Matching Display Rack 

A harmonizing display rack for its 
Gold Crest line of professional paint 
brushes is available. Designed in gold 
and green to complement the gold- 
ferruled line of quality brushes, the 
rack becomes a silent salesman for 
the Gold Crest line when displayed at 
counter level. The rack is adaptable 
to many possible arrangements to en- 
able each dealer to feature his fastest 
moving sizes in whatever order he 
prefers. Up to three brushes each of 
five or more sizes can be accommo- 
dated at a time. Hanlon & Goodman 
Co., Dept. AL, 2-12 Main St., Belle- 
ville 9, N. J. 

Circle No. 251 on Coupon, page 70. 


Ad Mat Service 

After five years of close association 
with the retail lumber industry, Jack 
Doscher, formerly in charge of the 
OHI program, has announced a new 
newspaper advertising service. The 
new service will cost $50 per quarter 
and for this fee the retailer will receive 
an ad mat weekly. It will be avail- 
able only to one dealer per city on an 
exclusive basis. The theme of most ad 
mats will be on home expansion and 
modernization. Building Industry Sales 
Development, Dept. AL, 10 Rockefel- 
ler Plaza, New York 20, N. Y. 

Circle No. 252 on Coupon, page 70. 


Bruce Display Material Kit 


E. L. Bruce Co. announces that its 
NRLDA display material kit is avail- 
able. The Bruce kit contains a fluores- 
cent four-color sign boosting Bruce 


prefinished floors, five attractive 
mounted color reproductions of room 
interiors, price signs and printed slo- 
gan cards. E. L. Bruce Co., Dept. AL, 
Memphis 1, Tenn. 


Circle No. 253 on Coupon. page 70. 


What to Look for in a Home 


“Built for Living,” a new 26-minute 
motion picture produced by the South- 
ern Pine Assn., takes a young couple 
through the various steps in home 
planning, and in the process, reveals 
the important things to look for in a 
new home. Color or black-and-white 
prints are available free of charge for 
showings by clubs and other organiza- 
tions over a broad area east of the 
Rocky Mountains. By relating one 
family’s experience, the film describes 
the respective roles of the architect, 
the contractor and the lumber dealer. 
Southern Pine Assn., Dept. AL, P. O. 
Box 1170, New Orleans 4, La. 

Circle No. 254 on Coupon, page 70. 





A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 





building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 





“Cherry River Boom & Lbr. Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring. Dimension. 





*McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods _— 
Band Saw and Planing Mill at Flat Lick, Ky. 





*M. E. Crisp Lbr. Co., Welch, W. Va. 
West Virginia and Kentucky foptetion Hardwoods, 


Oak, Poplar, Beech, Maple. Ash, Hickory, Chestnut and 


other hardwoods, All facilities. 








Wood-Mosaic Corp., Louisville 9, Ky. 

White and Red Oak, Walnut. Poplar, Basswood, Beech. 
Cherry, Mahogany and La umber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 





“The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
Century’’ Oak and Maple Flooring. 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 





*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


Circle No. 31 on Coupon, page 70. 
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Proved the Favorite... 
FORTY MILLION TIMES 


Here is the forty millionth can of Archer Pol-mer-ik Linseed Oil. 
It was manufactured this spring. 
To sell 40 million of anything, you must. have a good product backed by 
vigorous merchandising help for dealers. Archer Pol-mer-ik is famous 
for its consistent high quality and high rate of repeat customers. 
Hard-hitting merchandising keeps the Pol-mer-ik name constantly 
in buyers’ minds . . . making it first choice of America’s painting contractors. 
This combination—good product plus strong merchandising —has 
produced consistent profits for thousands of dealers over the years. 
It will also work for you. Write us for full details. 


ARCHER Marcher- 
s 


-olner- Miser 


700 INVESTORS BUILDING 


LINSEED OIL MINNEAPOLIS, MINNESOTA 


Circle No. 32 on Coupon, } 





Many 
Lumber Dealers and 
Flooring Establishments 


are awakening to the fact they’ve been so 
close to the forest they can’t see the trees. 


There’s money to be made in fabricating 
and selling Formica. The demand is greater 
than present fabricators can accommodate. 
Lumber dealers and flooring establishments 
are just “naturals” for helping supply this 
demand. The reason: They probably have 
all that’s needed to get into Formica fabri- 
cation. 

Are you missing this “plus” business? 
Builder and direct consumer sales represent 
your hot market. You’re losing money if 
you let it cool. 


DEMAND THIS CERTIFICATION 





R) 
FORMIca If you don’t already stock 
it 


. it’s readily available from warehouse stocks 
in 115 cities. 


PLYWOOD: Draw from your own stock. 


EQUIPMENT: Your sales and service operations have 
probably already required you to have the basic 
tools and equipment you'll normally need in Formica 
fabrication. 


CRAFTSMEN: Your workmen are already familiar 
with Formica ... or at least have the background 
that will make them old hands in no time at all. 


GET THE PROFIT STORY... 


... Learn the “extra mileage” facts. The coupon 
brings you your free copy of “How to Make Money 
With Formica.” 
POS SS ee arerenerenanamenetite 
FORMICA CORPORATION 
Subsidiary of CYANAN ID 
4630-7 Spring Grove Ave., Cincinnati 32, Ohio 
In Canada: Arnold Banfield & Co., ltd., Oakville, Ontario 


Please send me a copy of “How to Make Money With Farmica.” 
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Seeing is believing. If this wash-off identification 
is not on the product, it’s not FORMICA. 
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FORMICA ! Address 
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Circle No. 33 on Coupon, page 70. 





